FOUR of each 
issue of The Feed Bag 
_is devoted to a table of 
contents — newly intro- 
duced in January to help keep 
our publication ‘‘easy to read”. 
Every article in The Feed Bag 
is worth reading—but, if you 
can't read them all at onetime, 
turn to page four to make your 
selections. Don't miss the 
sound merchandising ideas pre- 
sented in the chain store article 
in this issue. You'll be inter- 
ested in our review of the federal 
farm board activities. These 
are just two of The Feed Bag 
February features. An index 
to advertisers is also published 
on page four. 
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i Our mixed minimum car 
= service keeps your stocks 


complete and fresh. 


Your Poultrymen Should Know 


ENS make eggs at the expense of a cer- 

tain amount of their body tissue. Every 
yolk, every white, every shell tears down cells 
which must be replaced. Too many poultry 
owners fail to realize this and do not supply 
the necessary nutrients to replace the heavy 
drain. 


That’s when trouble starts. Hens go intoa 
moult, stop production and begin showing a 
loss instead of a profit. Just at this time 
owners will call on you with their troubles. 
Checking back over the possible causes 
of their difficulties and advising your poultry- 
men what to do, you stand on firm ground 
when you recommend Egg Maker. 


Egg Maker is the ‘‘accepted”’ poultry mash; 
that is the formula and quality of ingredients 
having the highest endorsement of outstand- 
ing men in the poultry business. 


Egg Maker is so thoroughly satisfactory and 
profitable for the feeder that you sell it in 
volume. Volume sales on profitable items 
make business successful. Egg Maker will 
help you increase your business. 


MADE BY THE MILLERS OF THE WISCONSIN LINE 


NortTHERN Miuuinc Co. 
WAUSAU, WISCONSIN 


Write, Phone or Wire at our ex- 
pense when you are in the market 


During these winter days, 
the Cod Liver Oil in Egg 
Maker ts extremely desira- 
ble to keep up egg produc- 
tion. 


100 LBS. NET 


GUARANTEED ANALYSIS 


PROTEIN 20% at 
FAT 
FIBER 
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costs but little 
keep your elevator 


HEN a plant starts to run down and 


is neglected for some time, it costs a 
fortune to put it backin first class condition! 


But when you make each little repair or re- 
placement as it is needed, your elevator is 
always in fine shape and no sudden outlay 
of money is required. 


Keep a Strong-Scott catalog handy and 
order your supplies as you need them, at 
reasonable cost. 


Fverything Jor Every Mill and Elevator 
The Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. ne 


In Canada: The Strong-Scott Mfg.Co. Ltd. Winnipeg 


SUPERIOR D.P. CUPS INCREASE 
ELEVATOR CAPACITY 


Without changing anything but the cups 
you can increase your elevator capac- 
ity 20%. Superior D. P. Cupscan 
be placed closer on the belt. 
They discharge perfectly. 


Use these better cups. We ‘STRONG 


carry complete stocks. COT) 
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tegrity. When buying—feed, grain, allied products 
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FOS-FOR-US STANDARD 


Name 


ILLERS and Feed Manufacturers in every part 

of the Nation are united in their high 

Opinion of Fos-For-US as the standard mineral for 
mineralizing their feeds and mashes. 


992 have adopted it for their own products—hog 
and sheep feeds, dairy cow rations, beef cattle 
feeds, chicken, turkey, duck feeds and mashes. 


Analysis by their own chemists and the reports they 
have received from experiment station authorities 
prove that Fos-For-US has three outstanding valu- 
able characteristics: (1) it 


it has a high calcium per- 


PROVIDES 


centage, and (3) it has the correct proportion 
of phosphorus and both the calcium and the 
phosphorus are in the most available form. 


They also know the value of the standing of 
FOS-FOR-US with progressive farmers, stockmen, 
dairymen, feeders, and poultrymen in every part 
of the Union. 


If you have not yet adopted Fos-For-uS, you 
ought to have the facts about it Just drop a 
line asking for the “Miller's Brief.” It will give you 

facts enough to enable 


the case. Write TODAY. 


is unfailingly uniform, (2) Fo ty F oO ag = Li = you to judge the merits of 


GRADE 


61 BROADWAY, DEPT. 18 NEW YORK CITY 


Send me the Miller’s Brief 


AVIER HOGS- MORE EG 


NTERNATIONAL AGRICULTURAL (ORPORATION 


MANUFACTURERS Ferris zers 


MILK 


Address 


City 
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THE AIR IS:FULL OF IT 


i 

| . . 9° 
| is good’ —“‘conditions are sound 


“Basic fundamentals are this and that’. 


Personally—-and from our business view- 
point we are fed up and tired of hear- 
ing about it. 


The manufacturer or the feed salesman 
or the feed dealer who is fighting hard 
and keeping his head is doing business 
all the time—conditions are never just 
right. 


Let’s mind our own business—to the ut- 
most of our ability—and forget every- 
thing else. 


ARCADY FARMS MILLING Co. 


223 W. JACKSON BLVD. 
Cuicaco, ILLINoIs 
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DAVID K. STEENBERGH, Managing Editor 
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Number Two 


Success of Firm Depends on Service, 
Satisfaction, Quality 


Dealer Builds Profitable Trade by Following These Policies 
Wins Customers’ Confidence; Obtains Higher Prices for Feed 


HE only feed business worth- 
i while is that built upon the foun- 
dation of service, satisfaction and 
quality. Any other is like a building 
set upon the sand. The first puff of an 
ill wind may sweep it all away. Thus 
philosophizes Louis H. Cinek, for many 
years a leading feed dealer of South 
Omaha, Nebr. Mr. Cinek runs the 
same business that his father established 
at McCook, in the western part of the 
state, when that country was young. 
The removal to South Omaha was made 
by the father because of the bigger field. 
Quality Beats Cut Prices 
“Service, Satisfaction and Quality” is 
the Cinek business slogan, and it appears 
on big cards along with other matter 
posted in the feed store office. This 
other matter is worded to the effect 
that Mr. Cinek does no house to house 
soliciting, cuts no prices, and stocks no 
inferior feeds. He was prompted to 
post such notices, he explains, by the 
way certain car-door distributor com- 
petitors had of going out and knocking 
from door to door in order to procure 
business with supposedly lower prices. 
“If you never promise a thing you 
can’t do; if you keep only brands that 
are known generally to have merit; if 
you get the orders right out to custom- 
ers when they expect them; and if you 
are kind and courteous over the tele- 
phone, as well as in the presence of 
store customers, you have. something 
that cut prices and house tc house solic- 
itation can hardly tear down,” the South 
Omaha dealer continued. “With so 
many house to house canvassers as there 
are at present, I doubt if any but the 
very best of humanity is welcomed at 
the door. And cut prices, as a rule, are 
synonymous with products not so de- 
pendable, a fact which the really good 
poultry owners know. When they are 
influenced to make a trial of such feeds, 
they soon discover their mistake and 


return to buy feeds they know have 
real quality. A little reduction in price 
means nothing to the poultry keeper 
who knows his stuff.” 
Builds Permanent Business 

Price cutters are here today and gone 
tomorrow and so is that part of the pub- 
lic that seeks cut prices. The one whose 
main aim, in buying feeeds, is that of 
finding the lowest price is shopping 
around so much that his trade adds 
practically nothing to the good dealer’s 
volume, Mr. Cinek points out. But the 
one who knows how to make commer- 
cial feed pay a profit in the poultry yard 
is also the one who demands quality 
feed, let the price be what it will so 
long as it is fair. He becomes the reg- 
ular customer of that dealer who pleases 
him the most with feeds and the service 
that naturally belongs with every deal. 

As a matter of fact, Mr. Cinek gets 
about 15 cents more per sack for his 
brands of feed than do the house to 
house solicitors. Some of the scratch 
feed he handles is even 40 per cent high- 
er than that in competition and still it 
sells readily. In the case of such a com- 
modity as bran, there are dealers hand- 
ling the investment of $1.50 to $1.70 a 
sack for the gross margin of only ten 
cents. It is little wonder that cut price 
men are here today and gone tomorrow, 
Mr. Cinek remarked. A dealer deserves 
a fair profit on everything he handles, 
and the best customers expect him to 
take it. 

Specializes in Poultry Feeds 

Poultry feeds are Mr. Cinek’s special- 
ty, whereas cattle and hog rations are 
handled merely as a matter of course, 
so that the farm trade can be served 
as it calls. No country deliveries of 
cattle and hog rations are attempted, 
but runs are made to the nearby coun- 
try districts with large poultry feed or- 
ders. Two light trucks are kept busy 
getting out the orders in town. 
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The two light cars are a real adver- 
tising medium for the business, Mr. 
Cinek points out. They are always kept 
in good order, painted, lettered and 
clean. As the cars race about on their 
deliveries, they serve as portable sign 
boards which the public cannot fail to 
notice. No regular routes are run, but 
orders are bunched as they come in over 
the telephone, according to the direction 
toward which the customers reside. 

Favors Telephone Solicitations 

In regard to solicitation of homes 
again, Mr. Cinek says the telephone 
may be utilized with good effect so 
long as the user of it keeps the natural 
and friendly smile in his voice. That 
plan is more welcomed by household- 
ers, he believes, than that of knocking 
on doors. But good judgment must be 
exercised, warns Mr. Cinek, and there 
are times when telephoning for orders 
may be dangerous to the business. Mr. 
Cinek knows of one man who, upon 
receiving a call from a coal dealer seek- 
ing business, just when the world’s se- 
ries was at high tide, became so much 
incensed that he almost refused ever to 
buy coal from that dealer again. 

Mr. Cinek sells both coal and feed. 
Years ago the coal business was begun 
as a sideline, but it has since grown 
so much that Mr. Cinek rejected the 
idea of putting in a feed mill because 
so much room and time were required 
by coal. And it was just as well, he 
reasons, for the poultry keepers that 
he supplies are demanding commercial 
feeds in steadily increasing numbers and 
volume. 


M. E. O’DONNELL, Lindstrom, 
Minn., one of the owners of the Lind- 
strom Mill Co., has purchased the feed 
mill of L. E. McKenzie, at Frederick, 
Wis. Mr. O’Donnell’s interest in the 
Lindstrom company has been purchased 
by Arthur W. Barrett. 
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hat the new small 
Reef Brand Packages 
Mean You....... 
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As you probably know, Reef 
Brand Pure Crushed Oyster 
Shell for Poultry is now being 
packed in attractive 814 Ib. 
bags and cartons, as well as 314 
Ib. cartons, in addition to the 
regular 100 Ib. sack. 


For some time poultrymen 
and breeders have been de- 
manding crushed oyster shell 
in smaller packages. Reef 
Brand is the first to meet this 
demand. It is the pioneer in 
the new field. Its dealers will 
be the first to profit by the 
added sales made possible by 
these new, handy sizes. 


Poultrymen have learned the 
quality of Reef Brand from the 


Bra 


REGISTERED IN U.S. PATENT OFFICE 


pages of magazines to which 
they look for reliable informa- 
tion concerning their flocks. 
An unprecedented demand has 
been created. This means a 
larger volume of sales for every 
Reef Brand dealer. 


These new packages are at- 
tractively designed to catch 
the eye of your customers. 
Display them prominently on 
your shelves. Keep your store 
well supplied with the new 
Reef Brand packages to satisfy 
the heavy demand which the 
nation-wide publicity cam- 
paign is creating. Write today 
for special annual contract or 
dealer proposition. 


PURE CRUSHED OYSTER SHELL FOR POULTRY 


GULF CRUSHING COMPANY, INC. 
NEW ORLEANS, U. S. A. 
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Cash Basis, Farm Relief Methods 
Discussed by Mutual Millers 


More Than 60 Dealers Attend Annual Convention Held at Buffalo 
Renewed Interest Shown in Cooperative Plan to Abolish Credit 


in operation in the United States 
is unfair and unsound from a 
business standpoint. 

This view was expressed by many 
speakers whq attended the annual mid- 
winter meeting of the Mutual Millers & 
Feed Dealers association, January 16 
and 17, in Buffalo. 

The discussion of farm relief, togeth- 
er with a concerted movement on the 
part of executives of the association to 
put the feed business om a strictly cash 
basis in their territory, were the fea- 
tures of a well-attended and highly in- 
structive two-day conference. 

Meetings Well Attended 

President Frank Young, Alden, N. Y., 
called the convention to order on the 
afternoon of the first day with more 
than 60 millers and feed dealers in at- 
tendance. This attendance later  in- 
creased to nearly 100, including Buffalo 
millers and feed jobbers who joined in 
the program. 

F. M. McIntyre, Potsdam, N. Y., 
president of the Eastern Federation, 
opened the session with an address in 
which he attacked the present farm re- 
lief bill as being unconstitutional in that 
‘it is strictly class legislation which pen- 
alizes the great majority of the coun- 
try’s population for the benefit of a 
very small unit of wheat growers. He 
declared that unless the small feed and 
grain dealers band themselves in ag- 
gressive trade groups they will be put 
out of business by the big cooperative 
organizations which, in his opinion, are 
getting loans to which they are not en- 
titled. 


| Rees relief, as now planned and 


Cash Basis Urged 

Following the reading of the secre- 
tary’s report, the president gave his 
message in which he urged that dealers 
who are competitors for business in 
each district form local clubs intended 
to put their business on a strictly cash 
basis. He told of the experience in the 
district where he operates, where eight 
riva! dealers have formed such a local 
club and have succeeded in getting 
their sales on a real cash basis. Others 
can do the same, he contended. 

“If it weren’t for these extended cred- 
its that are being granted: in some sec- 
tions there would be no need for farm 
relief,” Mr. Young declared. 

He urged dealers to have their own 
formulas for mixed feed, and asserted 
that dealers who have done this and 
have sold the feed under their own 
brands have met with very marked suc- 
cess in increasing their business. Sev- 
eral volunteered their experiences to 


prove the truth of this statement. 

The association is planning a card in- 
dex system to be used for credit in- 
formation, Mr. Young reported. Thus 
a feed buyer who moves from one lo- 
cality to another will be reported by his 
former dealer according to his disposi- 


Frank J. Young 


tion and ability to pay his bills. This 
will enable dealers to guard against 
losses to new customers who are fre- 
quent movers, it is felt. 

Following this discussion adjourn- 
ment was taken and the annual dinner 
was held in the Hotel Buffalo, after 
which a variety show provided excel- 
lent entertainment for the entire con- 
vention group. 

The second day’s program opened 
early, with the attendance even larger 
than on the first day. 

Charles Quinn, Toledo, Ohio, secre- 
tary of the Grain & Feed Dealers Na- 
tional association, was the , principal 
speaker of the morning. He attacked 
the farm relief program in vigorous 
fashion, declaring that in a few years 
there will be no grain exported from 
this country. 

Politics Supplanting Business 

“Politics is supplanting business in 
the federal government’s program of 
farm relief,” Mr. Quinn declared. “Pres- 
ident Hoover is the author and leading 
spirit in the entire program. Anyone 
who had an idea had to take: it to the 
president in order to have it receive 
consideration. The federal farm board 
has all embracing powers the like’ of 
which have never been bestowed on a 
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similar body. It is just as though the 
government had given these men a 
blank check and told them to do with 
it as they pleased.” 

Mr. Quinn declared it looks to him 
as if the present administration at 
Washington is in favor of eliminating 
the smaJl business man in favor of the 
great corporations. The secretary was 
against the formation of grain pools or 
other artificial means of bolstering 
prices. 

In the discussion of Mr. Quinn’s talk 
it was brought out that if the govern- 
ment persists in purchases of wheat to 
stabilize values it will shortly have on 
its hands vast stores of grain for which 
it has no market, just as the banks 
which have loaned money on farms are 
in the possession of property from 
which there is no revenue and out of 
which it is impossible to get the money 
that has been advanced on them. In 
one community near Buffalo there were 
said to be 200 farms on which bank 
loans have been made which any farmer 
can have for the occupancy. 

Mr. Quinn was given a big round of 
applause at the conclusion of his speech 
and was extended a rising vote of 
thanks. 

Confide in Your Banker 

J. F. Chase, vice-president of the Ma- 
rine Trust Co., Buffalo, said banks are 
taking an increasing interest in the af- 
fairs of their customers and are trying 
to aid legitimate business in every way 
possible. He urged the dealers to take 
their bankers into their confidence so 
that relations may be on a frank basis 
which, he declared, is mutually satis- 
factory to all concerned. 

The cessation of stock speculation is 
releasing a large amount of money for 
legitimate business, Mr. Chase reported. 
Bankers are glad to inform dealers of 
the financial standing of persons desir- 
ing credit, it was said by the speaker. 

The session concluded with further 
expressions that all trade organizations 
should have the moral and financial sup- 
port of the feed men in combating the 
present farm relief policy. Several 
speakers denounced the loan of $50,000 
to the Grange League Federation of 
New York. 

Loan for Produce Grading 

A spokesman for the latter told The 
Feed Bag representative following the 
convention that no portion of this loan 
is to be used in the company’s feed 
business, but that it is merely to be 
employed to set up a system with which 
to grade farm products shipped by truck 
from the producers’ fields and orchards. 
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FRANK GRIMES, head of the 

Independent Grocers’ Alliance, 

and similar organizations in the 
drygoods and hardware fields, and a 
member of President Hoover’s ‘“com- 
mittee of seventy”, appoiited to help 
solve the nation’s business problems, 
gives assurance that there is a way to 
handle the chain store situation and to 
meet its competition. 

Mr. Grimes, in a _ recent address, 
pointed out that the independent retail 
merchant must, first of all, give value. 
“A product which does not satisfy the 
customer will not bring him back to the 
store,” he declares. “The success of an 
independent business depends on giv- 
ing the patrons their money’s worth.” 

Independents Should Advertise 

Mr. Grimes emphasized the study and 
application of advertising as a second 
means of meeting the chain store on 
equal grounds. He described the exten- 
sive work of the Independent Grocers 
Alliance in this field and told of the 
large volume of money which was spent. 
He urged every independent merchant 
to advertise his products. 

The third and one of the most effec- 
tive means for the independent retailer 
to obtain business and keep abreast of 
his competition was pointed out by Mr. 
Grimes as an analysis of the market. 
He advised that every merchant should 
study the buying habits and demands 
of his locality and then provide goods 
and use selling methods which best suit 
the trade. He called attention to a dis- 
covery which was made by the Indepen- 
dent Grocers Alliance. Complaints were 
received from grocers that the large 
three-pound can of tomatoes was not 
selling as well as in previous years. A 
study of the problem was made. It was 
discovered that the average American 
family is no longer as large as in past 
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Independents 
Can Beat 
Chain Stores, 
Says Expert 


his views on the relation of the independent 

dealer and the chain store is highly qualified 
to analyze the situation. 
dent Grocers Alliance, Independent Dry Goods Alliance 
Distributing Co., Independent Hardware Alliance Dis- 
tributing Co. and the Neighbor Products Co. 
article, in addition to the second of a series compiled 
by The Feed Bag staff and published on page 33, should 
give every feed dealer new courage and a firm basis on 
which to build for the future prosperity of his business. 


M* Grimes, pictured at the left, who expresses 


He is head of the Indepen- 


This 


decades. Thereupon the grocers’ shelves 
were stocked with smaller cans. They 
sold like hot cakes, and, the problem 
was solved. 

Must Meet New Trends 

Feed dealers often meet the same sit- 
uation. Farming methods are constant- 
ly changing. The feeding practices of 
today may be in the discard tomorrow. 
The dealer who is posted on the latest 
trend in his field, who goes out into the 
territory and studies and analyzes his 
customers’ problems, giving them the 
type of product and the service which 
they want will seldom be compelled to 
complain about hard times. 

The giving value to the customer may 
he successfully carried out by the deal- 
er. Quality feeds produced by reputable 
manufacturers should be stocked.. The 
results which the farmer obtains, aided 
by the feeding advice of the dealer, will 
convince him that he is getting his 
money’s worth and will make him re- 
turn when he is ready to place his next 
order. It will take more than chain 
store competition, indeed, to outdo a 
dealer who has gained a reputation for 
handling quality products. 

Every independent dealer has an op- 
portunity to advertise. He must tell 
his customers and prospects about the 
products which he has to, offer to them. 
The best methods of approach and the 
most effective forms of advertising will 
depend upon local conditions. It will 
pay every dealer to use advertising. The 
chain stores do it and they know how 
to do it effectively. 

Chains Kill Initiative 

Mr. Grimes said. that the chain stores 
came as a result of mass production 
which required an organized force of 
distribution. 

“The independent merchants,” he de- 
ciared, “failed to meet the situation im- 
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mediately. They awakened too late— 
after the chain stores had gained a foot- 
hold. The chain system grew rapidly, 
and brought economy with it, but with 
the economy it also brought danger to 
the initiative of the nation. The chain 
by its very nature is a machine; it makes 
machines out of its employees and des- 
troys individual enterprise. It is not in- 
terested in the community and the life 
of the community. Its primary aim is 
to make profit. The money it accumu- 
lates does not remain in the commu- 
nity.” 
Independents Build Nation 

He called attention to the fact that 
there are 1,300,000 independent retailers 
in the country and 35,000 wholesalers, 
with a total investment of $15,000,000,- 
000 invested. He also pointed out that 
the independents did a volume of busi- 
ness aggregating $60,000,000 a year. 

“The independent retail stores,” he 
said, “make a community great. They 
are the training grounds of big business 


men; they offer encouragement to the © 


young man of the community. When 
business in the small towns is good, the 
big cities also prosper. The great mar- 
ket for products is not in the big: cities. 
It is in the smaller centers. Destroy 
the independent retail store in a com- 
munity, and I hold great fear for the 
future economic success of America.” 


HARLAND FLOUR & FEED CO., 
Minneapolis, Minn., chain feed store 
operators, has purchased the elevator 


business of Schlitz Bros., Caledonia, 
Minn., and retained T. J. Schlitz as 
manager. The firm has also purchased 


the Austin Milling Co., Austin, Minn., 
and leased the Sunwall Independent ele- 
vator, Hayfield, Minn., for a term of 
three years, retaining V. F. Sunwall as 
manager. 


\F Rip Van Winkle had taken his nap in the twentieth of every new scientific development 
century, he would have awakened to even greater be- Gold Medal Feeds meet every require- 
wilderment than he did a century ago. A few years in this ment of the modern feed merchant. 


fast moving age work surprising changes. Always ahead in profits made over feed 


Profits in modern business depend on keeping pace with cost—unequalled in uniform quality— 
new developments. Yet, some merchants are complaining backed by persistent advertising and 
of poor business simply because they are thinking in terms active selling help, Gold Medal Feeds 
of yesterday—failing toadapttheir wares andtheir methods build profitsforfeedersanddealersalike. 


to present day standards. WASHBURN CROSBY COMPANY 

The feed business presents a different aspect than a few mane Coney seeitaiad 
years ago. Feeders become more profit-minded every year. 

Rations are fed by weight, costs are kept, and feed cost 

balanced against profits. In that very fact lies the secret 

of the increasing sales enjoyed by Gold Medal. 


For Gold Medal Feeds not only keep pace—they set the G 0 LD M E DAL F E E D S 


pace in making profits over feed cost for feeders. Abreast © G, M. Ine, “FARM TESTED” why not now? 
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CHARLES WEINSTEIN Milling 
Co., Peoria, .Ill., has been incorporated 
with a capital stock of $450,000. The 
incorporators are Charles Weinstein, 
Paul Litherland and Renetta Weinstein. 


CLEVELAND GRAIN CO., Cleve- 
land, Ohio, reports that grain valued at 
more than $500,000 was destroyed in the 
fire which leveled their former elevator 
to the ground on January 10. The struc- 
ture itself was valued at $400,000 and 
was purchased only a few hours before 
the fire by the county in order to ob- 
tain the site for part of a new viaduct to 
be constructed across the valley in 
which the elevator was located. County 
officials, fortunately, had obtained in- 
surance on the 10-story building. 


Carefully Sifted for Feed Dealer Consumption 


The chicken is a great bird. You can 
eat it before it is born and after it is 
dead. 


* * * 


THE SHORTEST MONTH 
“February will certainly be the ‘short- 
est’ month in the year if some of those 
bad accounts aren’t paid up,” says 
Dealer Jones. 


“The 


MIXER 


that really 


MIXES” 


MIXES 
RAPIDLY 
THOROUGHLY 


and 


UNIFORMLY 


Send for 
Bulletin 20-F 


The 


Haines Feed Mixer 


(Patented) 


THE GRAIN MACHINERY 


MARION-OGHIO 
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HORSE SENSE 

Feed Dealer, stumbling upstairs at 3 
a. m.: “The old gray mare, she ain't 
what she used to be, ain’t what she 
used ta be.” 

Wife (coldly): “But the white mule 
still is.” 

Ok Ok 


George Washington never told a lie, 
but in those days they didn’t have in- 
come tax blanks. 

*x* * 
CORNHAY WEAKLY NEWS 

Woo Lung’s hand laundry is reported 
to be doing considerably more business 
since the Corn bridge club was organ- 
ized. 

All the citizens of Cornhay are re- 
quested to keep their shades down so 
the village board will vote for street 
lights at the next annual meeting. 

The bank was held up here Tuesday 
while Walt Crass, the mason, put a new 
foundation under the building. 

* 
RIGHT, BROTHER, RIGHT 
Eve: “Women are fools to marry.” 
Adam: “Of course, but what else is 


there for a man to marry?”—Penford 
News. 
* 
VERSATILE BOY 

New Office Boy: “I’ve added those 
figures up 10 times, sir.” 

Feed Dealer: “That’s a good boy.” 

Office Boy: “And here’s the ten an- 
swers.” 

WANTED SERVICE 

John Appleblossom had just deposited 
a nickel in a pay station telephone in 
a large city. . 

“Number, please,” responded the oper- 
ator. 

“Number h—,” came the answer. “I 
want my chewing gum.” 

HAD AUDIENCE, TOO 

“Have you ever done any _ public 
speaking?” 

“Yes, I once proposed to a girl over 
the telephone in my home town.” 

The farm board will have no trouble 

in getting boarders. 
x 
AND HE CHECKED OUT 

A stranger made several purchases at 
a feed store and then offered the dealer 
a check in payment. 

“No, sir,” objected the dealer, “I 
wouldn’t cash a check for my own 
brother.” 

“Well,” said the stranger as he was 
walking through the doorway, “you 


ought to know your family better than 
I do.” 
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Professor Morrison Becomes Member 
Ot The Feed Bag Staff 


Will Conduct Exclusive Feeding Question and Answer Department 
Readers Are Invited to Avail Themselves of His Expert Counsel 


York State College of Agriculture, 
Ithaca, N. Y., internationally fa- 
mous feeding expert, will conduct an 
exclusive feeds and feeding question and 
answer department for The Feed Bag. 
Announcement of his acceptance to 
become a member of The Feed Bag edi- 
torial staff was made upon his recent 
return from an extended trip to the 
West Indies. Professor Morrison’s in- 
valuable counsel and practical advice 
will be offered as a regular feature. In 
addition to contributing an article on 
the latest developments of modern sci- 
ence in feeds and feeding, he will 
answer all questions submitted to The 
Feed Bag, pertaining to his department, 
giving the feed industry access to a 
source of information which will help 
them to solve their business and tech- 
nical problems. 
Practical, Scientific Man 

Professor Morrison possesses an un- 
usual combination of talent. He brings 
to the readers of The Feed Bag an un- 
rivalled knowledge of all phases of ani- 
mal nutrition and in addition is capable 
of giving practical advice on feed manu- 
facturing and retailing problems. 

Many members of the feed trade are 
already well acquainted with Professor 
Morrison and will rejoice with The 
Feed Bag in obtaining his services. In 
cooperation with Prof. J. G. Halpin, 
poultry husbandry department, Univer- 
sity of Wisconsin college cf agriculture, 
he conducted the first feeding school to 
be held by the Central Retail Feed as- 
sociation at its annual convention. This 
feature has since been regularly con- 
tinued. Professor Morrison was at that 
time in. charge of the animal husbandry 
department of the University of Wis- 
consin, but later transferred to New 
York. Many dealers became personally 
acquainted with Professor Morrison 
during the feeding school sessions. He 
addressed the Binghamton convention 
of the Eastern Federation cf Feed Mer- 
chants last year and there also made 
many acquaintances among dealers and 
manufacturers. His regular features in 
The Feed Bag will, therefore, be a re- 
vival of old friendship and willing coun- 
sel. 

World-Wide Reputation 

Dr. Morrison’s reputation as a feed- 
ing expert is world-wide. He is most 
familiarly known as the co-author of 
“Feeds and Feeding,” which is literally 
the Bible of both the farming and feed- 
ing industry. The Feed Bag, realizing 
the value of the book as an aid to deal- 
ers, has kept copies in stock for the 


Pex F. B. MORRISON, New 


convenience of the trade. 

Professor Morrison has devoted his 
entire life to the study and application 
of farming and feeding problems. He 
is a graduate of the University of Wis- 
consin, to which he devoted his services 
immediately after his matriculation and 


Professor Morrison 


up until 1927 when he accepted the posi- 
tion of director of the experimental sta- 
tion, New York State College of Agri- 
culture. After some time in this capa- 
city he felt a desire to return to his 
old love of teaching and was made head 
of the animal husbandry department of 
the college. He is also a member of 
the committee of the American Re- 
search council nutrition committee, has 
held offices in the American Society of 
Animal Production, is a member of the 
American Dairy Science association and 
other organizations. 
Dealers’ Questions Invited 

Because of the many activities in 
which Professor Morrison is engaged, 
The Feed Bag feels especially fortunate 
in obtaining his services. He has dem- 
onstrated his interest in the feed trade 
by becoming a member of the editorial 
staff and needless to say his willingness 
to help the industry is deeply appre- 
ciated. It is with the greatest pleasure 
that we offer the services of the great- 
est feeding authority in the world in ad- 
dition to the many other features of 
The Feed Bag. One whole page and 
more if necessary, will be devoted to 
Dr. Morrison’s department. Readers 
are requested to submit their questions 
and problems, addressing them in care 
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of this department, 86 East Michigan 
street, Milwaukee, Wis. 

Although Professor Morrison has not 
determined his topic for the March is- 
sue, he assures the readers that the 
facts contained in it will be practical 
and helpful. Questions reaching The 
Feed Bag office with ample time avail- 
able for Dr. Morrison’s consideration 
before the March issue will be published 
with the answers, unless a personal let- 
ter is requested. 

Watch for the regular feeding ques- 
tion and answer department and avail 
yourself of its service whenever you 
have an opportunity. The Feed Bag 
and Professor Morrison will be more 
than glad to help you. 


F. COWLES, Cowles Feed & Coal 
Co., Ripley, N. Y., is back on duty 
after undergoing a serious operation re- 
cently. 


MEAD & BANNISTER FEED CO. 
office, North East, Pa., was burglarized, 
but the intruders failed to find valuables 
as company executives, warned by the 
many recent robberies in that section, 
had left nothing that could be seized as 
loot. 


A. E. ZAHN has sold his retail feed 
business in Carthage, N. Y., where he 
has been operating for the past 10 years, 
to William Thomas. The latter has 
been engaged in the feed trade in 
Pillar Point, N. Y., for the past 23 
years. He will close his store there and 
take personal charge of the Zahn busi- 
ness. Mr. Zahn has not announced his 
future plans. 


DEBUS FLOUR & FEED CO., 
New Hamburg, Ont., reported a fire on 


January 6, with damage to the extent 
of $3,000. 


N. F. WEBB, president of the G. L. 
F. Exchange, Inc., died Jan. 10, in a 
Cortland, N. Y., hospital after an illness 
of two months. He was 77 years old. 
Mr. Webb had been president of the 
exchange since 1921 and was responsible 
for its rapid growth since that time. His 
successor will be chosen at a meeting 
to be held in Syracuse on February 3. 


QUITTING FEED BUSINESS 

N. Cohen & Son, Corry, Pa., are dis- 
continuing their feed business and are 
closing their store there in the near fu- 
ture. C. W. Herrick, Lander, Pa., also 
plans to retire from the feed business 
shortly. 
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Activities of Federal Farm Board 
Discussed by Leaders 


Soundness of Program Challenged by Well-Known Authorities 
Board Members Warn Farmers Against Overproduction of Crops 


f [ NHAT there is much disagreement 
in “high circles” regarding the 
methods and practices of the fed- 

eral farm board, is brought out in state- 

ments from different authorities on the 
subject. 

Alexander Legge, chairman of the 
board, after several months’ study of the 
economics of the situation, now declares 
that “curtailment of production” is the 
true solution of farm problems. Sena- 
tor Brookhart (Rep.) of Iowa answers 
Mr. Legge by saying that his “propo- 
sition for reduction of the crop output, 
and thereby reducing surplus, is the 
most unsound and unfriendly proposi- 
tion that has ever been made to agri- 
culture.” 

Leading to a Blind Alley 

Senator Norbeck (Rep.) of South Da- 
kota follows along with the statement 
that “the impossible and unreasonable 
suggestion made by the chairman of the 
farm) board is further proof of the fact 
that the present so-called farm relief law 
forced upon the farm states by the in- 
dustrial section of the United! States is 
impossible of any substantial results. It 
is not even a beginning. It is a side- 
track leading to a blind alley.” 

Senator Capper (Rep.) of Kansas 
states that he believes that the crop 
reduction plan would be very nice but 
joins in with many others in admitting 
“I do not know how it could be done.” 
Perhaps Mr. Legge has a plan for re- 
ducing farm acreage, but it does not 
seem apparent that any hint of the sys- 
tem has been forthcoming. 

Senators Object ta Secrecy 

The secrecy of meetings of the board 
has been seriously objected to by other 
interested senators. After Julius H. 
Barnes, chairman of the board of the 
United States Chamber of Commerce, 
and a wheat exporter, met with Mr. 
Legge in Mr. Barnes’ office, Senator 
Caraway (Dem.) of Arkansas, wrote to 
Mr. Legge that such secret conferences 
of the federal farm board may cause the 
farmers’ cooperative associations to lose 
confidence in the board. 

Mr. Barnes stated before the senate 
sub-committee at a later date that it was 
unfair on the part of the board to lend 
money at reduced rates to cooperatives 
and not to independent dealers. He 
said that this subject had been discussed 
at the conference with Mr. Legge and 
that Mr. Legge agreed that the special 
rates were unfair. 

Agreements entered into at the con- 
ference form “a surrender of the board 
to these grain people and a disclaimer 
of any intention on the part of the farm 
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board of a desire to be helpful to co- 
operative associations,’ Senator Cara- 
way's letter to Mr. Legge said. He 
said that these agreements constitute “a 
determination to disregard both ‘the 


eens of The Feed Bag are 
naturally interested in the’ 
farm relief program of the pre- . 
sent administration. This ac- 
count of what has been happen- 
ing lately with President Hoo- 
ver’s committee of eight, known 
as the federal farm board, will 
“be followed every month with 
further reports of their progress 
and operation. In these articles, 
it is The Feed Bag’s policy to be 
strictly fair and accurate. It 
takes no partisan stand. These 
articles are’ prepared only to pre- 
sent the facts about the farm 
board. It will pay every dealer, 
to read them carefully. | P 


spirit and intent’ of,the law under which 
the board was appointed.” 
Watson to Study Law 

There is at least one senator who cast 
a vote on the agricultural marketing act 
without understanding it. Senator Wat- 
son (Rep.) of Indiana confesses that he 
does not know whether the farm 
board has the power to buy and sell 
grain or not, but he says that he is 
now going to study the act carefully to 
satisfy himself on this point. 

‘One of the most startling develop- 
ments of the federal farm board policy 
is the announcement of January 6 that 
what the board will do for the farmers 
next year will depend upon what the 
farmers themselves do at planting time. 
This announcement warns them that 
they must curtail their acreage or they 
will not be given any help. 

Crop Curtailment Suggestions 

The: board recommends _ that 
southern farmers plant no cotton next 
year until they have first provided acres 
enough for a reasonable supply of home 
raised food and feed and that no land 
be planted to cotton which has not pro- 
duced at least one-third of a bale per 
acre on the average of the last five 
years. 

C. C. Teague, member of the board, 
commenting on the announcement, 
stated that in case of a great overpro- 
duction of a certain commodity, the 
board would not be able to go so far 
in its efforts to help farmers who pro- 
duce that commodity. 
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The board says that it will not help 
farmers who overplant cotton or wheat. 
Of course it does not say how many 
acres will constitute overplanting or 
whether the whole wheat or cotton belt 
shall suffer the penalty of no help in 
case only one area of the belt has dis- 
obeyed the rules. This announcement 
by the board is construed to be vague 
by some people but the board seems 
fairly firm in carrying out their warn- 
ing, even though its members cannot be 
quite sure what the basis of their ulti- 
matum is. 

Protecting Farm Markets 

The board also urges the southern 
farmer to raise his own food and feed 
and also enough to supply the southern 
cities, rather than purchasing their re- 
quirements from the farmers in the 
North. They do not explain in their 
announcement how the resulting de- 
creased demand for food and feed works 


into the farm relief program and bene- 


fits the farmer of the northern States. 
Mr: Teague explains in this connec- 


“tion that “it is not the policy of the 


board to put out of business anyone 
who is performing a useful service.” He 
does not explain, however, what the ef- 
fect upon agriculture would be if the 
southern market for food and _ feed 
should suddenly be withdrawn from the 
northern farmers who are even now 
finding difficulty in finding a market of 
sufficient demand to absorb their pro- 
duction. The board’s announcement is 
in part as follows: 


Member Teague’s Statement 

“Large cotton crops sell for less than 
small ones. That is not good business 
for the farmers. Some cotton farmers 
think that because the federal farm 
board has been lending to cooperatives 
at an average of 16 cents a pound on 
middling 7%-inch staple of; the 1929 crop 
the board means to see to it that the 
price will be at least that much for the 
crop of 1930. 

“This is not so. The federal farm 
board cannot protect farmers when they 
deliberately overplant. What the board 
will do to help in marketing next year’s 
crop will depend upon what farmers do 
at planting time. 

“If southern farmers should raise their 
own food and feed and, in addition to 
that, should raise the food that south- 
ern city people eat, so far as climate and 
soil will let them, there would be small 
danger of any cotton surplus at an un- 
profitable price. 

“The federal farm board recom- 
mends that southern farmers plant no 

(Continued on Page Twenty-six) 
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North American Cars 
Loading at Cuban Mill 


GENUINE 

CUBAN 
BLACKSTRAP 
MOLASSES 

FOR FEED 
MANUFACTURERS 


Buy From The 


Largest Independent 
Molasses Importers. 
Quality Molasses. 
Immediate Service. 


One of Our Fleet of Nine 
10,000 Ton Molasses Steamers 


One of Our Tank Farms 


in Cu 


Delivery Guaranteed 
of Cuban Blackstrap 
Molasses. No Sub- 


stitutes. 


THE NORTH AMERICAN TRADING & IMPORT CO. 


CUBA TERMINALS 260 SoutH Broan St. U. S. TERMINALS 
Pp P PHILADELPHIA New Orteans 
Sanus HILADELPHIA, A. 
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Tell the 


When he tells you 
how much good 
his advertising is 
going to do you— 


—tell him that what you want to know is how many 
customers it’s going to reach on the rural route of 
your own community. 


The salesman can tell you if the ad- When a dealer is asked to buy mer- 
vertising is in papers giving a Post chandise, in part at least, on the 
Office or Town count of circulation. strength of advertising, isn’t it rea- 
Post Office Count of Circulation is sonable for him to ask, ‘““How much 
the dealer’s measuring stick of the of this advertising reaches my com- 

value of a farm paper in influencing munity? 

sales in his own particular town! Post Office or Town Count of Circu- 
Stock turnover, as influenced by ad- lation brings advertising down to 
vertising, is strictly dependent on brass tacks for the retail dealer! The 
a coverage in a dealer’s own particu- Wisconsin Agriculturist and Farmer 
lar locality adequate to create a buy- alone - the only Wisconsin paper 
ing preference at the dealer’s that gives a Post Office Count of 


WISCONSIN AGRICULTURIST AND FARMER 


Total Circulation Over 180,000 Weekly 


RACINE, WISCONSIN 


“‘The Only Weekly Farm Paper, Owned Edited and Published in Wisconsin” 
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DVERTISING with a definite 

target is responsible for the stea- 

dy progress of C. S. Horton's 
Sons Co., Peekskill, N. Y., according 
to Melvin R. Horton, president. 

“We believe that the only enduring 
foundation upon which a business may 
be builded and successfully carried for- 
ward is that old proven foundation of 
friendliness toward, and good will of, 
the public in general and the patrons 
of the business in particular,” said Mr. 
Horton. “This is more than a policy; 
it is a vital principle.” 

Friendliness in Advertising 

Long ago the firm adopted that idea 
as a principle of its business and has 
included it in all of the newspaper ad- 
vertising, circular letter and other con- 
tacts with the public. That it has been 
successful is proved by the progress 
that has been made. 

One senses that the firm stands apart 
as one with a “different”? method of 
doing business and winning popular 
favor as soon as one meets Peekskill 
residents. I pulled up at the curb and 
asked directions to the Horton store. 

“Oh, yes, everybody knows’ them 
here,” the Main streeter replied to my 
query, “that is a great concern.” 

Timely Exhibits Featured 

One feels the friendliness as soon as 
he enters the wide front door of the 
main store on Nelson street. Evervy- 
thing is neat and orderly. To the left 
are the timely displays. It happened 
to be when I called, a wire cage with 


CSHORTONS SONS 


Feed Firm Builds 
Growing Trade 
With Well Planned 


Advertising 


é 


Melvin R. Horton (u 
right), founder, of C. S. 


er left), president, and Chauncey S. Horton (upper 
orton’s Sons Co. 


Center picture shows branch ware- 


house at Mahopac Falls and lower picture the main store at Peekskill, N.Y. The 
elder Mr. Horton is 84 years old and still going strong. 


a plump white leghorn scratching in 
peat moss, which was the subject of the 
special advertising that day. 

Behind it were neat rows of flour 
bags, farm medicines, poultry equip- 
ment ard small wares. A _ wide aisle 
stretched the full length of the deep 
store and the bags of feed were neatly 
piled on either side, making it easy to 
handle. Order was everywhere; there 
was no confusion. 

Just inside the door to the right one 
enters the roomy office. There was a 
“come right in” atmosphere about it. 
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It was bright and clean—but not fussy. 
It was the kind cf a place a farmer 
and his family would like to come to 
and warm their hands and exchange 
bits of gossip about farm relief and 
farm problems. 
Founder Is Still Active 

Chauncey S. Horton, who is now 84 
vears old, finds it difficult to stay away 
from the business he founded nearly 60 
years ago, although he retired in 1916. 
He was behind a desk taking an active 
interest in all that was going on when I 
entered the office. He is proud of the 
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firm which bears his name and likes 
to tell of its early days. 
Founded in 1871, the firm has been in 


the family ever since. No other firm 
in Peekskill can boast this record. On 
its 30th anniversary, in 1901, two sons, 
Fred W. and Melvin R., were taken 
into the firm. They had been employed 
by their father up to that time. The 
name of the firm became C. S. Horton 
& Sons. 

For many years a wholesale grocery 
business was conducted but was later 
given up and feed, grain, flour and hay 
constituted their merchandise. With 
the retirement of the senior Horton in 
1916 changes in the official personnel 
were made, but the business has always 
been kept within the family. The pres- 
ent officers are: Melvin R. Horton, pres- 
ident and treasurer; Albert W. Acker, 
Jr., secretary. Miss Belva Purdy is the 
bookkeeper. Albert Walker, Jr., Dudley 
Townsend, Walter Clearwater and 
Richard Ferris are the service men. 
Ernest Townsend is in charge of the 
Mahopac Falls branch store which was 
opened a few weeks ago. 

President in Civic Activities 

Melvin R. Horton is one of Peek- 
skill’s most active citizens. He has 
served as president of the board of 
water commissioners, president of the 
board of trade, member of the board 
of education and has held other civic 
positions. His host of business friends 
call him “Mel” and predict that with 
his personality behind the business it 
will still be going many years hence. 

The advertising policy of the firm is 
unique. In their newspaper advertise- 
ments and circular letters, very little is 
said about their merchandise. Timely 
events are played up prominently or an 
editorial is given. The reference to 
their merchandise is incidental and usu- 
ally refers to quality rather than price. 

But that it has pulling nower is evid- 
enced by the steady increase in business 
and by the more-than-ordinary good will 
shown by every customer that enters 
the store. 

Mr. Horton and his associates have 
demonstrated that it is possible to build 
into a business an individual personality 
that sets it apart from its neighbors. 
And that the effort necessary for such 
accomplishment is well repaid will be 
conclusively proved by a visit to the 
Peekskill or Mahopac Falls store. 


M. C. BURNS, widely known Buffalo 
feed jobber, has been elected a director 
of the Buffalo Canoe club, as has Eu- 
gene Collard, another well-known mem- 
ber of the Buffalo Corn Exchange. 


BURGLARS STILL ACTIVE 
Donning overalls which they found in 
the office, safe blowers opened the 
strong box of the Mercer Milling Co., 
Baldwinsville, N. Y., and escaped with 
$400 in cash and more than $100 in ne- 
gotiable checks, according to Milton 

Smith, president of the company. 
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“Said the 
little red 
rooster, “Gosh 
all hemlock! Things 
are tough, seems 
that worms are getting 
scarcer, and I cannot 
find enough. What’s be- 
come of all these fat 
ones is a mystery to me. 
There were thousands 
through that rainy spell — 
but now where can they be?” 


START SCRATCHING 


* 
KEK KKK KK EK 


didn’t grumble or complain. She had gone through lots of dry spells—she 
had lived through floods of rain. She flew upon the grindstone, and she 
gave her claw a whet, as she said, ‘‘I’ve never seen the time there weren’t 


worms to get.” 


fast and free. 


ean be. 


after all that work?” 


dined both long and well. 


She picked a new and undug spot, the earth was hard 
and firm. The little red rooster jeered: ‘*New ground! that’s no place 
for worms.” The old black hen just spread her feet; She dug both 
“T must go to the worms,” she said; ‘‘the worms 
won’t come to me.” The rooster vainly spent his day, through 
habit, in byways where fat round worms had passed in squads 
back in the rainy days. When night-fall found him supper- 
less, he growled in accents rough, ‘I’m hungry as a fool 
Conditions sure are tough.” 
to the old black hen and said, “It’s worse with you, for 
you’re not only hungry but you must be tired too. 
I rested while I watched for worms, so I feel fairly 
perk; but how are you? Without worms too and 
The old black hen 
hopped to her perch and dropped her 
eyes in sleep, and murmured in a 
drowsy tone: ‘‘Young man hear 
this and weep! I’m full of 
worms and happy, l’ve 


AND GET esses BUSINESS! 
* * * * 
* 
** 
KK ** 


The worms are there always 
but I had to dig like h--l.” 


He turned then 


This cleverly 
P. Goldsmith 


repared circular, entitled ‘Start Scratching,” is the form used by the 
ons Co. to urge its dealers on to greater things this year. 


American Feed Manufacturers 
To Meet May 22-24 


HE 22nd annual convention of 

the American Feed Manufactur- 

ers association will be held at 
the French Lick Springs hotel, French 
Lick, Ind.,: May 22, 23 and 24, according 
to recent announcement by Secretary L. 
F. Brown, 53 West Jackson boulevard, 
Chicago, IIl. 

The days:selected- are Thursday, Fri- 
day and Saturday, the same as those 
chosen for past conventions, but the 
dates are earlier than the 1928 and 1929 
meetings which were held during June. 

“We feel very fortunate in securing 
these early dates,” Mr. Brown said, “as 
the French Lick season does not close 
until May 31 and facilities for taking 
care of a convention are not ordinarily 
available until after June 1. The weath- 
ér at French Lick is often comparatively 
warm during June and so our members 
will appreciate an opportunity to visit 
the famous southern Indiana resort at 
an earlier date when the climate is like- 
ly to be most favorable.” 
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The program for the convention which 
includes the golf tournament, of course, 
is being considered, but announcement 
of plans is not expected before some 
time in March. Secretary Brown has 
asked members of the American Feed 
Manufacturers association to communi- 
cate with him if they have any sugges- 
tions as to the program, speakers, etc. 


FARMERS ELEVATOR CO., Fond 
du Lac, Wis., held its annual meeting 
January 14 and reelected its board of 
directors and officers. 


VANCE BROTHERS had an unex- 
pected caller at their big feed mill in 
Tillsonburg, Ont., recently. A motorist 
who started his car with the machine in 
reverse drove the vehicle through the 
side wall of the Vance offices, causing 
the workers to leap to places of safety. 
Considerable damage was done to the 
building and the entire front window 
structure was destroyed. 


STEARNS 


Ball Bearings 


Stearns Type LS Magnetic Cacdane 


—and Ball 
area real problem in 


LP Magnetic Separator magnetic Sep aration 


AILS, bolts, nuts, broken parts, tools, and other forms of 

tramp iron constantly stray into raw grain and are a con- 
stant source of danger in causing dust explosion or damaging 
milling machinery. Stearns Magnetic Separators have long 
been a recognized means of positive protection against this 
menace as attested by hundreds of installations in leading 
feed, flour, and cereal mills. 


An interesting test in this connection was recently con- 
ducted at the Magnetic Mfg. Company laboratories under 
the auspices of the Mutual Fire Prevention Bureau, Chicago. 
Loose ball bearings were placed in grain and the grain passed 
through Stearns Type LP and LS Magnetic Separators for 
the purpose of testing the ability of these separators to re- 
move the bearings. This is an extremely exacting test as ball 
bearings offer only a limited point contact to a magnetized 
surface as well as a practically uncontrollable tendency to roll 
on such a surface. Despite these difficult conditions these 


Stearns Separators conclusively demonstrated the power to 
positively remove ball bearings in several exhaustive tests. 


The Mutual Fire Prevention Bureau has accorded us their en- 
thusiastic endorsement of these separators and were much 
pleased with their exceptional performance in these tests. 
The Bureau unqualifiedly approves Stearns High Duty Mag- 
netic Separators when installed in accordance with Mutual 
Fire Prevention Bureau Regulations. 

To be sure of positive protection against tramp iron regard- 
less of its form install Stearns Separators. Write for Bulletin 
No. 90 fully descriptive of Stearns Magnetic Equipment for 
flour, feed, and cereal mills. 


Magnetic Manufacturing Company 
277-23rd Avenue Milwaukee, Wis. 


_STEARN S 
MAGNETIC EQUIPMENT 
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Quaker 


DAIRY RATION! 


Quaker 


FUL-O-PEP 


OxtsOmpany 
conver 
CHICAGO. US A 


LINE that offers sure 
A profits, quick turnover and 
low inventory will always be 
popular—and the Quaker Line 
has always done this. But 
Quaker goes even farther to 
help its dealers. Quaker ships 
promptly (flour and feeds in the 
same car), counsels on mer- 
chandising, offers every reason- 
able cooperation, and backs all 
this with powerful advertising 


the Quaker Line 
is so popular with 


Feed Dealers 


POULTRY FEEDS 


CHICAGO USA 


campaigns that holdold business 
and bring new. Still what really 
keeps customers satisfied and 
dealers happy is the true 
Quaker worth — a superiority 
based on the best scientific for- 
mulas and exhaustive tests on 
two model experimental farms. 
Let us tell you more about how 
Quaker continually supports 
its dealers. Write today. A card 
will do. 


THE QUAKER OATS COMPANY, Chicago, U. 5S. A. 


a AA AAA A 


BUY QUAKER FEEDS 


A A EA EB 


IN STRIPED SACKS 
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CASH BASIS PLAN Credit is losing ground consistent- 
GAINS MOMENTUM ly, not only in the feed industry, 

but also in many other types of 
American business. 

Feed dealers are continually changing from their old, 
burdensome credit systems to the new way. It has, in prac- 
tically every instance, rejuvenated their business and has 
enabled them to make better progress and bigger profits. 

Other lines of business men, by following the example 
of the feed dealer in their community, or else by their own 
reasoning, have discovered that a credit policy smacks too 
much of grief and risk taking to make business a pleasant 
occupation. The editor of The Feed Bag recently stopped 
at a country garage for a few minor repairs on his automo- 
bile. He glanced at the wall and was confronted by a con- 
spicuous sign which read: “The World Is Coming to an 
End Tomorrow. So You Pay Cash Today. We Don't 
Want to Look All Over Hell for You.” 


This simple, straightforward way of informing the trade 
that credit was taboo in the country garage, expresses the 
general sentiment of today. The chain store, in a more dig- 
nified manner, frankly admits that it would be impossible 
to succeed to the degree which it has attained if’ it did not 
sell for cash. 

The Mutual Millers and Feed Dealers association at its 
iast convention evinced renewed interest in the cash basis 
plan. Officers of the organization are formulating a cam- 
paign whereby a cooperative movement can be launched to 
shoo credit out of the back door. Wisconsin counties and 
other localities in the Middle West and East have joined 
hands in cash basis projects with satisfactory results. The 
Mutual Millers and Feed Dealers association, working on this 
precedent, can also hope for numerous benefits from a coop- 
erative movement. The farmer will pay cash if he cannot 
find another dealer in his territory who still clings to the 
casy-going method of promiscuous credit selling. Every 
member of the Mutual Millers and Feed Dealers association 
should give his whole hearted support to the officers in mak- 
ing the cash basis project possible. It is a movement which 
concerns his own individual welfare and his profits. 


UNITED WE STAND That old bit of wisdom, “United 
DIVIDED WE FALL We Stand, Divided We Fall’ is 

as pointed in truth today as when 
it was first uttered. Country, state or community cannot 
endure unless they possess the complete loyalty and support 
of their subjects. Neither can an organization accomplish 
its ends nor benefit its members if those who compose its 
roster fail to give it their undivided support. 

Stand by, boost, and give all you have to your home, 
your state and your national organization. Attractive prom- 
ises of quicker and better reward may be offered to you. 
But do not flinch. Give your willing hands in union with 
your fellow members to one cause and you and your organi- 
zation will win. 

Recent reports have come to The Feed Bag that new 
associations were springing up as independent of the already 
existing and established organizations. Dealers have been 
asked to join these new movements. There should be no 
hesitation on the dealer’s part’ in remaining loyal to the es- 
tablished organizations. One good local, state or national 
association is sufficient. The efforts of dealers concentrated 
in one direction will accomplish far more than activities di- 
vided two or more ways. Very likely, if support is given 
to the new organization at the expense of the other, both 
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become but futile gestures and soon pass away. The re- 
sults can only be destructive. 

And so The Feed Bag pleading for the good of the feed 
industry, which has already shown such remarkable progress 
in its organized efforts, asks all dealers to stand by and join 
the old, established organizations in their localities. It is 
still true today that.“United We Stand, Divided We Fall.” 


SMALL MIXER Dealers who mix their own feeds 
MUST OBEY LAW and offer them for sale are obliged 
to comply with the legal regulations 
of their respective states. A penalty for violation is at- 
tached. The safest course to follow is to get in touch with 
the state feed control officials who will gladly cooperate with 
the dealer in giving him the necessary information and as- 
sistance which will enable him, to comply with the law. 
Feeds offered for sale must be properly registered in the 
state in which they are produced. Brand names, if adopted, 
must also be legally recorded. It is not necessary for a 
dealer who operates a grinding and mixing plant for custom 
purposes to meet any specified legal requirements. The feed 
establishment which makes up orders or formulas ahead 
and markets them, however, must have the products regis- 
tered and authorized by the feed inspection department of 
the state. Failure to abide by the law will often result-in 
heavy penalties and considerable ill will. It is better to be 
safe than sorry. 


HELPING PATRONS Feed dealers cannot over-empha- 
TO BUILD PROFITS size the importance of helping 
their patrons to profit. It is good 

business. 
The James H. Gray Milling Co. project of purchasing 
a pure bred bull to help improve its patrons’ herds, which 
is explained in this issue of The Feed Bag, is one of the 
best merchandising plans ever launched in the retail feed 
industry. It can be profitably followed by other dealers. 


The herd improvement project in itself constitutes a 
service which has every quality of increasing the buying 
power of the trade territory in which the firm is located. 
It is an unselfish, constructive movement which will elevate 
the esteem of the patrons and prospective customers for the 
company. The firm which conducts a herd improvement pro- 
ject may not obtain any noticeable immediate results. But 
the future business' which it builds through the service will 
be sound and lasting. Better dairy cattle will mean greater 
milk production, more revenue for farmers and consequently 
more money to spend for feeds. 


Folks are weary of high-pressure selling. They are tir- 
ing of bold advances made for their purses by “grab it and 
run” promoters. 


An honest, unselfish effort to be of service, to give some- 
thing for that which is taken, is greatly appreciated. Un- 
doubtedly the herd improvement project of the James H. 
Gray Milling Co. will be gladly received. And when the 
farmer, who has been granted the privilege of the service at 
no cost, thinks of buying feed he will automatically and 
willingly place his order with the firm. That kind of patron- 
age repeats. It assures continued success and progress of a 
business. 


The James H. Gray Milling Co. movement will be 
watched with utmost interest by the feed industry. It is 
worthy of a good following. 


Page Twenty-one 


| 
| 
| 


Get the Profits 


THERS are getting them in 44 dif- 
ferent states with the MIRACLE 
MOLASSES PROCESS. 


Sweet Feed Milling is purely a local 


Molasses Agitator 


proposition and you ought to be the 
sweet feed miller in your locality. 


The MIRACLE COLD MOLASSES 
PROCESS is the greatest advance ever 
made in the manufacture of feeds. 


This process operates equally as well in 
zero and below weather as it does in the 
hottest summer months without any 
artificial heat. 


No experimenting to do. The process is 
mechanically perfect. It is protected by 
the Agee patents, the only patents on the 
cold process. 


Write for Our Booklets 
Write for our booklets ‘‘THE MIRACLE 
SWEET FEED SYSTEM,” and ‘‘THE 
ONLY WAY TO MAKE FEED.’’ 


We can build you the biggest money 
making complete feed mill just as we 
are building others in all parts of the 
U.S. Let us hear from you. 


Let Us Pay % of Your 
Grinding Bill 
Hundreds of MIRACLE ACE HAM- 
MER MILL owners are now saving over 
half of the power bill they used to pay 


out each month for grinding on other 
kinds of machines. 


All hammer mills grind fast—turn out a 
lot of ground stuff, but the fact for you to 
learn is, how much power does it take 
to grind 100 lbs. of anything through a 
certain sized screen. 


The Neilsen’s Engineering Report on the 
MIRACLE ACE HAMMER MILL 
shows it grinds oats at the heretofore 
unheard rate of 1.56 K.W. of electricity 


Miracle Ace Hammer Mill 


per 100 lbs. through a 1/16 screen. You 
cannot afford to run a mill that grinds 


the same kind of oats through the same 


screen at from 3 K.W. and up. Remem- 
ber the MIRACLE ACE HAMMER 
MILL is the “SAFE” mill—our ‘“‘deflec- 
tor bar’? makes it so. 


THE ANGLO AMERICAN MILL COMPANY 


The World’s Largest Builders of Grain Grinding Machinery 


248-285 Kennaday Avenue 


Owensboro, Ky. 
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Mueller and Cory 
Work Hardest 


When Trade Outlook 


Seems 


HE only way to keep business 
good is to think it is good and 
then to go out and get it. 
While many persons wail about de- 
pressions and throw up their hands in 
despair, John F. Mueller and Alfred G. 
Cory, owners of a successful feed store 
and hatchery combination at Fort At- 
kinson, Wis., follow this philosophy and 
work harder than ever. It has built a 
business for them in which they can 
justly take pride. 


Courteous and Friendly 


Courtesy. and friendliness toward 
everybody is the first impression one 
gets upon entering the store. The cus- 
tomer can’t help feeling that Mueller 
& Cory are doing their utmost to serve 
him and giving the best advice and 
counsel that their years of business in 
the feed and poultry industry has taught 
them. 


Mueller & Cory handle only quality 
chicks and feeds and in that way they 
are able to stay in business year after 
year and sell the same old customers. 
They add new customers each year. 


Sell Feeds for Profit 


Mr. Cory explains that it takes a num- 
ber of different things to bring about 
the service that their trade demands. In 
the first place they have an easily ac- 
cessible store on the main street of the 
town and in this building the big hatch- 
ery with 52,000 eggs capacity is located. 
This favorable location gives many peo- 
ple a chance to see the mammoth 
machines in operation. It also gives 
the firm a chance to demonstrate the 
efficiency of their incubator operation 
upon which much of the success with 
baby chicks depends. 


Mueller-Cory hatchery recommends 
and sells feeds of high quality to the 
customers who buy chicks from them. 
They do not come right out and say 
that chicks must have the kind of feed 
they are selling, but they do say that if 
the feeds they sell are used properly and 
as recommended by them, their custom- 
ers will get results as good as can be 
obtained. 

Operate Breeding Plant 


In addition to the down-town store 
this firm has a warehouse at the tracks 
where farmers can get larger loads of 
feeds and supplies when they are in 
need of them. The small customer can 
be served right at the store on Main 
street. 


Worst 


Two large breeding plants are oper- 
ated in conjunction with the hatchery. 
All eight of the breeds of chicks Muel- 
ler & Cory sell are bred and managed 


in these breeding stations. Here every 
hen is trap-nested 365 days in the year 
from the day she lays her first egg un- 
til her usefulness is passed. In this way 
Mueller & Cory can be certain of the 
quality of the stock they are selling and 
can publish in their catalogs the actual 
records of their stock. 
Poultry Flocks Tested 

Precautions are taken at the breeding 
stations to see that all birds are tested 
for tuberculosis and white diarrhoea in 
order that disease cannot be spread 
among the customer’s flocks. These 
tests are made by a skilled veterinarian 
from the University of Wisconsin. 
Every year Mueller & Cory have their 
entire flocks retested in order to keep 
them free from disease. In return for 
this expense they increase their rightful 
claim to quality stock and thereby in- 
crease their sales. 

They do not sell an immense volume 
of feed but they make a profit on the 
feed they do sell. They point out that 
there is no advantage in selling competi- 
tive feeds at small profits or. no profit 
at all and then have their customers dis- 
satisfied. They prefer to sell all the feed 
they can sell on an absolute guarantee 
of satisfaction rather than take chances 
selling something of which they are not 
sure. They find that when people pay 
the price for quality feeds and chicks 
permanent business on the basis of sat- 
isfied customers is built. 

Mueller & Cory call their customers’ 
attention to the fact that there is much 
difference between just having a flock 
of chickens and making that flock pay. 
With every order of baby chicks they 
furnish a booklet entitled “Are You 
Keeping Hens, or Are Your Hens 
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John F. Mueller, left, and Alfred G. Cory, 
right, operate a successful feed business 
in connection with their hatchery. Their 
formula for overcoming business slumps is 
herd work. At the upper right is pictured 
their establishment at Fort Atkinson, Wis. 


Keeping You?” This booklet covers 
the entire subject of poultry raising 
under such headings as “Start Right,” 
“Stock Right,” “Brooder House Con- 
struction,” “The Brooder,” “Brooding,” 
“Care and Feed,” “Feeding the Lay- 
ers,” “Culling,” “Broilers,” and ‘“Equip- 
ment.” 

“Many times during our work we 
have felt as if our extreme care was 
not being appreciated,’ says Mr. Cory, 
“but we have been more than amply 
rewarded by the confidence and patron- 
age bestowed upon us by a vast num- 
ber of friends and loyal customers. It 
has been our constant thought to make 
the name of Mueller-Cory, Hatchery be- 
come the symbol of quality and com- 
plete satisfaction.” 

Quality Is Best Policy 

“Many people make the mistake of 
thinking that anything that will hatch 
makes saleable chicks,” continued Mr. 
Cory. “Of course, it is possible to sell 
them, but you cannot build trade with 
scrub stock. When hatcherymen go in 
for selling poor stock at a low price 
they are not only spoiling their chances 
for success but the hatchery industry 
as a whole suffers. We believe every- 
body should sell high quality stock 
only.” 

It is certainly apparent that this firm 
plans to practice what they preach in 
the way of high quality and constant 
improvement. Since 1922 all of their 
hatchery flocks have been under state 
supervision, having been culled annual- 
ly for standard requirements, health and 
egg production several times each year. 
The Mueller-Cory Hatchery was the 
first accredited hatchery in the United 
States, according to Mr. Cory. 

Their standard accredited grade of 
birds has been elevated to a_ higher 
plane by heading their flocks, as far as 
possible, with males from hens with 
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E. S. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


trap-nested records of over 200 eggs 
yearly. Examples of their high pro- 
ducers from the eight breeds they carry 
are shown in the following yearly rec- 
ord of: 

Single Comb White Legiiorn hen No. 
8, record, 264 eggs; White Plymouth 
Rock hen No. 168, record, 265 eggs; 
White Wyandotte hen No. 7, record, 
255 eggs; Barred Plymouth Rock hen 
No. 793, record, 239 eggs; Buff Orping- 
ton hen No. 137, record, 208 eggs; 
Single Comb Brown Leghorn hen No. 
236, record, 242 eggs; Single Comb 
Rhode Island Red hen No. 612, record, 
224 eggs; Single Comb Buff Leghorn 
hen No. 71, record, 240 eggs. 

Records Help Sales 

Keeping these records and publishing 
them give Mueller-Cory the opportunity 
to conclusively substantiate their claims 


to high quality stock and to use the 
sales point that buyers of their chicks 
will be satisfied. They take the addi- 
tional precaution of advising each buyer 
how to take care of his chicks, how to 
feed them, what to feed them and what 
methods to use in order to make a profit 
from them. It ig of very vital concern 
to this hatchery to see that their buyers 
make money because they realize that 
increased business each succeeding year 
depends upon a record of satisfaction. 


MR. AND MRS. OGLIVIE observed 
their 50th wedding anniversary recently 
in St. Marys, Ont., where Mr. Oglivie 
has been engaged in the milling and feed 
industries for the past 47 years. 


J. E. SPENCER, Blue Earth, Minn., 
has opened up a feed mill. 


Millfeeds 


Oil a Cotton 
Seed Meals 


either straight 
or mixed 
cars 
Large warehouse facili- 
ties and complete 
stocks insure prompt 


shipment. 
~ THINGS | 
you CANT SEE INA FE D/ 
Grain ED. 
We offer: A HANDFUL of feed. ..one look reveals certain 


ingredients. ..onesniff discovers others. Beyond 
that your eyes and nose cannot go...yet there 
is so much more to a handful of feed! 


Oats, 


Perhaps with this very handful comes a help- 
Corn, 


ful tag. It lists every ingredient. ..it may tell how 
much of each...yet it tells only half the story. 
It reveals what ingredients but not what kind. 


Moisture filled grains...kiln dried grains, 
sound grains...musty grains, good cod liver 
oil... worthless cod liver oil, trash filled feed... 
triple cleaned feed...your eyes and nose can’t 
be sure of these things...and the tag doesn't 
tell...yet what a difference it makes! 


Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


-A difference you'll be quick to see when you 
feed Purina Chows! Purina Chows must do 


more than stand the test of the eyes... the 
ATLANTIC 4593 nose... the tag ...it must also stand the test 
of Purina’'s broad laboratories ... Purina’s big 
FOR PRICES experimental farm ... hundreds of feedlots 
like yours... before it can come to you in PURINA 


Checkerboard bags. That's why it will do more 
for you than any other feed! 


Try Us. 


=SOLD AT THE STORE WITH THE CHECKERBOARD SIGN 


oS You will like our service 
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Federation Ready 
For Conclave 
At Binghamton, N.Y., 
February 20, 21 


ORE than ordinary interest is 
being shown in the mid-winter 
convention of the Eastern Fed- 

eration of Feed Merchants, to be held 
at Binghamton, N. Y., February 20 and 
21. It will be the first tinie that Fred 
M. McIntyre, Potsdam, N. Y., has pre- 
sided since he was elected president and 
a great reception is planned for the pop- 
ular leader. 

Mr. McIntyre is known throughout 
the East for his progressive policies and 
his fearless activities in behalf of the 
retail feed trade. His friends predict 
that the convention sessions, over which 
he will preside, ‘will reflect his enthus- 
iasm. Already the registrations indi- 
cate a record attendance. 

All Retailers Invited 

“With problems of real seriousness 
facing the trade,” said President McIn- 
tyre, “we have invited all of the retail 
feed men whether they are members of 
the federation or not. This is the time 
when we must all work together. I 
shall be disappointed if a single pro- 
gressive retailer fails to attend every 
session of the wonderful convention pro- 
gram.” 

Headquarters will be maintained at 
the Arlington hotel and all of the ses- 
sions will be held there. The hotel man- 
agement, from president to bell hops, 
has pledged to help make this conven- 
tion better than any of the 10 that have 
been held in the same hotel in years 
past. Most of the meetings will be 
held in the famous Spanish ballroom. 

Registration in Main Lobby 

While the public meetings will not 
begin until February 20 the directcrs, 
committees and officers will hold a spec- 
ial session the night before at 8:30. All 
of the plans for the convention will be 
carefully considered and the last minute 
details arranged. President McIntyre 
will preside. Complaints and sugges- 
tions of the members that have been 
referred to the executive committee will 
be given a preliminary hearing and only 
those that are of general interest to the 
trade will be discussed from the floor 
during the convention. 

In past years registration has been 
handled on the morning of the conven- 
tion and has usually delayed the open- 
ing session. To avoid this a registration 
desk will be maintained in the main 
lobby of the hotel beginning at 7 p. m. 
on February 19. Delegates will register 
as soon as they arrive at the hotel and 
will be given their badges and conven- 


tion supplies. The registration desk will 
be open throughout the convention. 

The first public meeting will be held 
at 9:30 a. m., on February 20. Presi- 
dent McIntyre will preside and will 
make his first official address to the 
association. While it will be brief, be- 
cause he will be asked to speak at a 
later meeting, it is sure to sparkle with 
enthusiasm and to set a keynote for the 
convention. Other officers will give 
brief reports and representatives of all 
the district and affiliated associations 
will outline their activities. 

Steenbergh Will Speak 


David K. Steenbergh, Milwaukee, 
Wis., managing editor of The Feed 
Bag, official publication of the federa- 
tion, will give a complete report of the 
state and district feed association meet- 
ings and activities in all parts of the 
United States. He will also briefly dis- 
cuss some of the major current prob- 
lems of the feed industry. 

The first session of the Feed Dealers’ 
Forum will convene at the close of the 
talks and business-like discussions of 
trade problems will be held under the 
leadership of various officers and mem- 
bers of the association. 


Feed Dealers Forum 

“T believe the Feed Dealers Forum 
will be the most valuable part of the 
convention,” said Reeve Harden, Ham- 
burg, N. J., who for years has advo- 
cated less addresses and more discus- 
sion at the conclaves. “If each dealer 
will have a pencil and paper ready for 
use and will outline his ideas in ad- 
vance we will have a mighty interest- 
ing program. I hope every retail feed 
man will be present for we certainly 
have plenty of matters that need our 
careful consideration.” 

At 12:30, the committees and direc- 
tors will meet for lunch at which time 
resolutions will be prepared and plans 
completed for the prize advertising and 
merchandising contest. 

The delegates will meet again at 2 
p. m., in the Spanish ballroom. Melvin 
R.. Horton, Peekskill, N. Y., a director 
of the federation, will give a talk on 
“Does a Business Slogan Pay?” Mr. 
Horton has used the slogan “Started in 
1871—Still Going”? with success and has 
developed an unusual style of advertis- 
ing that has kept the business “still 
going’. He will illustrate his talks with 
copies of his advertisements and explain 
his publicity plan. : 

Judge Roscoe C. Harper, Sherburne, 
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W. A. Stannard 


Keeping an association full of pep is a 
secretary's job according to Mr. Stannard 
of the Eastern Federation who is a past 
master of the art. 


N. Y., will be the next speaker with 
the subject, “The Importance of the Re- 
tail Dealer to the Farmer”. Judge Har- 
per who was secured through Director 
Thomas P. Gaines, also of Sherburne, 
is an able speaker. He is a dairy farmer 
and owns one of the best herds of Jer- 
seys in New York state. He has no 
connection with the feed business, so 
his address will be of especial value as 
it will reflect the attitude of a pro- 
gressive farmer towards the established 
retail dealer. 

Farm relief, both federal and state, 
will be the subject of a talk by a speak- 
er yet to be announced. The subject 
will be treated only from, the aspect of 
the effect of such relief on the eastern 
farmers. 

The second, session of the Feed Deal- 
ers Forum will convene at the conclu- 
sion of the talks and will continue the 
discussion started at the morning meet- 
ing. The discussions will be entirely 
informal but only actual facts will be 
permitted and definite action will be 
outlined. 

H. J. Barndt Plans Banquet 

The banquet and entertainment will 
be held at 7 p. m. Herbert J. Barndt, 
Reliance Feed & Grain Co., Inc., Bing- 
hamton, N. Y., is arranging the pro- 
gram. This will be the fourth annual 
banquet Mr. Barndt has handled and 
each one has been better than its prede- 
cessor. This one promises to eclipse 
them all. The chairman of the com- 
mittee has given out only enough to in- 
dicate the expansive program planned. 
There will be music, a song leader, nov- 
elty caps and fun-makers. “The vaude- 
ville acts will be entirely new and will 
keep the boys laughing until their ribs 
ache,” according to the announcement. 

“The speaker, whose name has not 
been released, is a humorist of rare wit, 
a philosopher and an elegant lecturer,” 
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said Mr. Barndt. 
would go miles to hear. 
boys will be wild about him.” 


“He is the kind you 
I know the 
So there you are. You have “Herb’s” 
word for it. 


Morrison on Program 


The business sessions will be resumed 
on Friday, February 21, with an address 
by Prof. F. B. Morrison, of the New 
York State College of Agriculture. Last 
year Professor Morrison was kept on 
the floor for nearly four hours while 
the feed men asked him questions. All 
who were present demanded that he be 
invited to address the convention this 
year, and he immediately accepted the 
invitation which was given to him on 
the spot. 


Professor Morrison, who is an author- 
ity on feeds and feeding, and co-author 
of the book by that title, will speak on 
the subject, “Mineral and Vitamin Re- 
quirements of Dairy Cows.” He will 
present the latest developments in the 
use of minerals and vitamins. Every re- 
tail feed dealer will avail himself of 
this opportunity to hear Professor Mor- 
rison and ask him questions about his 
own rations, and the feeding problems 
which are brought to him by his cus- 
tomers. 


Dr. Morrison will preside at the clos- 
ing session of the Feed Dealers Forum 
and will answer the questions that are 
asked by the dealers. It is suggested 
that delegates write out their questions 
before coming to the convention, so that 
they may be concisely stated when they 
are presented from the floor. 

A brief business meeting will con- 
clude the convention. Resolutions will 
be adopted and announcements made by 
the findings committee. The meeting 
will adjourn before 1 p. m., to permit 
delegates to make outgoing trains and 
busses. 

The committee is planning for the 
largest convention ever held during the 
winter and urges those who will attend 
to make their reservations at hotels as 
early as possible. Train schedules, bus 
schedules and information about hotels 
may be obtained by writing to the 
Chamber of Commerce, Binghamton, N. 


WALTER HAERTEL, president of 
the Haertel Co., recently made a busi- 
ness trip to Milwaukee, Chicago and 
Detroit. He stopped in at The Feed 
Bag offices to renew acquaintances and 
reported that Minneapolis has it all over 
Milwaukee when it comes to real cold 
weather. 


TIOGA-EMPIRE DINNER 
The Tioga-Empire Feed Mills, Wa- 
verly, N. Y., are planning to act as 
hosts to the retail feed dealers who are 
interested in their new partnership plan. 
The dinner will be held at Bingham- 
ton, February 19, the night before the 
convention of the Eastern Federation 
of Feed Merchants opens. A large num- 

ber of dealers is expected to attend. 
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BINGHAMTON, N. Y. 


given a final hearing. 


9:00 a.m. 


9:30 a.m. 
Report of Officers. 


12:30 p.m. 


2:00 p.m. Convention Session. 


HORTON. 


Farmers,”’ 


7:00 p.m. 


9:00 a.m. Convention Session. 


Feeding,”’ 


1:00 p.m. 


THE PROGRAM 


Eastern Federation of Feed Merchants 
Mid-Winter Convention 


Meeting of Directors and Committees: Hotel Arlington, February 
19, 8:30 p.m. All suggestions for the convention discussions will be 


THURSDAY, FEBRUARY 20 


Registration and Reception. 
Business Meeting and Discussion. 


Report of District Associations. 

Address: ‘‘Organizing to Meet the Problems of the Feed 
Industry,’’ DAVID K. STEENBERGH. 

Appointment of Committees. 

Announcement of Subjects for Special Discussion. 

Luncheon Conference. 


Address: ‘‘Does a Business Slogan Pay?’’ MELVIN R. 


Address: ‘‘The importance of the Retail Dealer to the 

JUDGE ROSCOE C. HARPER, 
Sherburne, N. Y. 

Address: ‘Farm Relief in the Eastern States.”’ 

Feed Dealers’ Forum. A discussion of all subjects which 
have been proposed by members. 

Banquet and Entertainment. 

A program of speaking and vaudeville entertainment. 


FRIDAY, FEBRUARY 21 


Address: ‘‘Mineral and Vitamin Requirements of Dairy 
Cows.’’ PROF. F. B. MORRISON, New York 
State College of Agriculture. Professor Mor- 
rison is co-author of the book ‘‘Feeds and 

and is recognized throughout the 
world as an authority. Opportunity will be 
given for asking questions. 

Feed Dealers’ Forum. Opportunity for discussion of 
trade topics. 

Reports of Committees and Adoption of Resolutions. 

Closing Business Meeting. 


Adjournment to allow for all Train and Bus connections. 


FEBRUARY 20-21 


Leaders Express Views 
On Farm Board 


(Continued from Page Fourteen) 


cotton next spring until they have first 
provided acres enough for a reasonable 
supply of home-raised food and feed. 
The board further recommends that no 
land be planted to cotton which has not 
produced at least one-third of a bale 
per acre on the average of the last five 
years. 

“These recommendations, if carried 
out by southern farmers, would mater- 
ially reduce the cotton acreage and help 
to remove the possibility of a cotton 
surplus.” 


Shall Be Benefited 


A farmer must join a cooperative as- 
sociation and pay for his membership 
dues in order to receive the benefits of 
the agricultural marketing act, accord- 
ing to a letter made public by the fed- 
eral farm board on January 8. The co- 
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operative associations must qualify un- 
der the regulations of the Capper-Vol- 
stead act of 1922, the main rules of 
which are the following: 

“1. That no member of the associa- 


‘tion is allowed more than one vote be- 


cause of the amount of stock or mem- 
bership capital he may own therein, or 

“2. That the association does not 
pay dividends on stock or membership 
capital in excess of 8 per cent per an- 
” 

Another requirement of the act is 
“that the association shall not deal in 
the products of, non-members to an 
amount greater in value than such as 
are handled by it for members.” 


MAX HOTTELET, Milwaukee, re- 
tired grain dealer, died January 17, at 
the age of 73. He specialized in malt 
sprouts and brewers’ dried grains and 
was a member. of the Milwaukee Cham- 
ber of Commerce until 1918, the year 
in which he retired. 
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Larro Feeders 
are LOYAL rag 
CUSTOMERS 


— Feeders are loyal,—because they know 
Larro is loyal to them. . . not only in details 
of manufacture ... in quality of materials ... 
uniformity of merchandise. . . in its progressive- 
ness—but in generous measure of Feeding Value 
it is unsurpassed. 


That’s why Larro Feeders are profitable customers 
—profit to the feeders means profit to the dealers. 


Larro Feeders are repeat customers because they 
demand Larro. 


Thousands of dealers have long known the part 
Larro plays in building a profitable business. It 
offers a full family of quality products— Dairy 
Feed—Poultry Feeds—Hog Feed—Flour. And it’s 
a line that is backed by an aggressive sales and 
advertising program. The Larro program is at 
work continuously teaching farmers, dairymen 
and poultrymen the value of Larro Feeds. 


Fill in the coupon below and let us tell you more 
about the Larro Franchise. 


FEEDS THAT DO NOT VARY 
FOR POULTRY—HOGS— DAIRY 


Larro Family Flour 


MAIL THIS COUPON TODAY 


THE LARROWE MILLING CO., Detroit, Michigan 
Box 68, North End Station 


Without obligation on my part will you please send 


me full particulars of the Dealer Franchise 
Name 

Name of Firm 

Street 
City State 
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A 3-Purpose Feed 


means just 3 times as much chance for dealer 
profits because the dealer can sell such a feed 
to 3 classes of farmers. 


Diamond Corn Gluten Meal has 3 distinct uses 
and is making money for feeders in all three. 


1. As a dairy ration ingredient. 


2. As a cheaper source of protein for the lay- 
ing mash (used as a part replacement for 
meat scraps.) 


3. As an important ingredient of the high-pro- 
tein supplement to whole corn in hog feeding. 


If you want quick turnover and customer-satis- 
faction throughout 1930, give 


Diamond Corn Gluten Meal 
a real place among your stocks of feed. 


If you have a batch-mixer or sell separate 
ingredients for home mixing Diamond is prac- 
tically essential to your business. If you manu- 
facture a big, nationally known ration it will 
pay you to investigate the possibilities for extra 
profit through the use of Diamond as an in- 
gredient ... Complete information regarding 
the inclusion of Diamond in cow, hog and hen 
rations free for the asking. Write for it. 


40% Protein Guaranteed 


RATION SERVICE DEPT. 


Corn Products Refining Co. 
17 Battery Place, N. Y. City 
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This 
NEW 
Poultry Feed 


cures, prevents, coccidiosis, 
builds healthier, sturdier chicks 


After years of thorough and patient tests—this new 
invaluable poultry feed brings to farmers everywhere a 
feed mixing property that has long been needed! 


KRACO . . . milk sugar feed! 

It does not destroy the balance of the ration . it 
increases the efficiency of the ration—and less KRACO is 
needed for mixing with other feeds! 


Developed from the results of thorough research (on 
the value of lactose—milk sugar), conducted by Dr. J. R. 
Beach of the California Experiment Station and other 
noted scientists! 


Proven in extensive practical field tests in all parts of 
the country—KRACO, when properly mixed with other 
feeds, is the outstanding disease resisting and health build- 
ing milk product for poultry and chick starting mashes! 


It prevents, cures coccidiosis—builds healthier chicks 
of major uniform weight, stimulates more rapid growth, 
develops sturdier bone and body. Its distinct, character- 
istic flavor increases palatability and thus insures a larger 
and more uniform consumption. 


KRACO, made only by Kraft-Phenix Cheese Corpora- 
tion, contains a minimum of 70% of milk sugar (lactose) 
and a higher percentage of the valuable elements of milk 
than is found in any other products. It is always uniform 
in appearance, texture and analysis. 


Write today for 


information—use_ the 
coupon below. 


complete 


Kraft-Phenix Cheese Corporation 
403-B, Rush St., Chicago, Ill. 


Gentlemen: Please send me complete information about KRACO. 


KRACO 


Milk Sugar Feed 


KRAFT-PHENIX CHEESE 
CORPORATION 
General Offices: Chicago, Illinois 
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bureau competition means 


something to the independent 

feed dealers of Ohio. The Ohio 
Farm Bureau is well established, care- 
fully organized and ably managed. It 
sells a tremendous volume of feed and 
fertilizer. 

Last June, the Ohio Farm Bureau 
booked orders for 29,816% tons of com- 
mercial feed for delivery to farmers be- 
tween July 1, 1929 and April 30, 1930. 
The actual booking was done by em- 
ployees and agents of the Ohio Farm 
Bureau Corporation, sales management 
subsidiary of the bureau, of which Ezra 
C. Anstaett is treasurer and general 
sales manager. This year, Mr. Anstaett 
plans to double, possibly even quad- 
ruple his bookings. He figures this 
way: 

84,224 Tons of Feed 

Advertising announcement bulletins of 
the 1929 feed pool, as the booking ar- 
rangement is called, were mailed to 20,- 
142 prospects, of which only 7,019 were 
called on. In addition 6,101 other pros- 
pects, not circularized, were visited. 
Thus a total of 13,120 farmers were 
given direct opportunity, to book orders 
for the farm bureau commercial feeds 
and 5,734 farmers accepted the propo- 


Farm Bureau 


Sells Feed 
By Personal 


Contact 


D. M. Cash (left) and M. D. Lincoln 
(right), two executives of the Ohio 
Farm Bureau and one of the best of 
its chain of 20 branch warehouses. 


sition. Exactly 43.7 per cent of the 
calls resulted in sales, so that the farm 
bureau officials figure a total of 84,224 
tons of feed would have been sold if all 
of the 20,142 original prospects had been 
seen. 

The farm bureau feed pool, according 
to its 1929 announcements, insures the 
farmer against higher feed prices until 
April 30, 1930. “If feed prices go up, 
you pay the pool price,” the circular 
which was published in June, 1929, ad- 
vises, “if prices go down, you pay the 
lower price. In brief the pool is an ar- 
rangement by which you cannot lose in 
case of lower prices and—you are pro- 
tected against any increase * * * The 
pool price on feed delivered after Janu- 
ary 1 is $1.00 higher.” 


How the Pool Works 

How the feed pool works is explained 
further on another page of the circular 
as follows: “You place your order now 
for the feed you will need in the com- 
ing months. Other farmers do the same. 
The farm bureau pools all these orders. 
Because of the great purchasing power 
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these orders represent, we can then take 
an option on the material for these feeds 
at present prices. If feed prices ad- 
vance, we close our option at the pool 
price. If feed prices go down, we buy 
on the open market. Only by the coop- 
eration of every farmer is such a favor- 
able deal possible. 

“Under the pool plan you do not need 
to take all of your order at any one 
time. You can have it delivered in any 
way you want it as you need the feed 
during the year. The pool plan does 
not require any advance payment for 
feed you order. Pay for it in the regu- 
lar way as you get it and pay at any 
one time only for the feed you actually 
take. The only way that pool savings 
can be made is to have the orders be- 
fore feed prices go up again. Place 
your order now—no money is required 
with your order—and you will be pro- 
tected against market price advances un- 
til April 30, 1930.” 


Open Formula Feeds 


Seventeen feeds are listed for sale on 
the pool circular. They include two 32 
per cent dairy feeds, two 24 per cent 
dairy feeds, two 20 per cent dairy feeds, 
one 16 per cent dairy feed, a calf meal, 

(Continued on Page Forty-five) 
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MONARCH CORN 
CUTTERS 


Make little waste, have large 
capacity and produce steel 
cut corn of finest quality. 


Type SB Monarch Top and Bottom Screen Cut- 
ters are built for capacity requirements of 3000 
to 10000 pounds per hour. 


The Monarch Corn Cutting and Grading Outfit 
cuts, grades, cleans and makes three grades of 
steel cut corn with less than 5 H. P. 


Patented Top and Bottom 
Screen Construction 


accounts for it. Write for our Booklet showing 
the most complete line of cutters made. 


SPROUT, WALDRON & CO., Inc. 


BOX 318 MUNCY, PA. 
Flour and Feed Mill Machinery--Power Transmission 


a. From Laboratories of Customers come 
S reports verifying NOPCO claims 


In these days of scientific feeding, many feed manufacturers 
maintain well-equipped laboratories for the study of feed problems. 
NOPCO Cod Liver Oil products, standardized to uniform potency, have 
been repeatedly tested in these laboratories. As a result, many of the 
largest feed manufacturers have standardized on NOPCO brands of 
Cod Liver Oil. 


Two Products Made Available to Feed Manufacturers 
Exclusively 
For One Ton of All Mash use: 


5 lbs. of NOPCO-X Cod Liver Oil or 
. 214 lbs. of NOPCO-XX Cod Liver Oil 


Both brands are manufactured under the Columbia University 
patented process. First, we extract the anti-rachitic (Vitamin D) fac- 
tor from the vast stores of cod liver oil which we handle for indus- 
trial purposes. The potency of the extract is then determined. Next, 
the correct amount is added to a pure steam-rendered cod liver oil of natural strength which hag been tested for 
both Vitamins A and D. Finally, the reinforced product is proved by feeding it at the recommended rate to chicks 
kept in a windowless room. These chicks are raised to the age of eight weeks. They must show satisfactory growth 


and complete freedom from rickets. 
Superior Results—Lowest Costs 


NOPCO-X and NOPCO-XX differ only in the amount of extract added. Both can be depended upon to give satis- 


factory results at low cost when used at the percentages recommended. Authorized manufacturers are supplied with 
NOPCO Guarantee tags for use in or on the bags. 


National advertising is educating poultrykeepers everywhere to look for the NOPCO Guarantee when purchas- 
ing ready-mixed feed. Let this advertising boost your sales. 


Write for the NOPCO plan and current prices. 


NATIONAL OIL PRODUCTS CO., Inc. 


Executive Offices and Factory: 38 Essex St., Harrison, N. J. 


Boston, Mass. Chicago, Ill. St. Johns, Newfoundland 
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Milling Company 
Purchases Bull 


To Help 


Improve 


Patrons’ Herds 


ELP your customers to profit and 
in return they will help you 
prosper. 

The James H. Gray Milling Co., Inc., 
with branches at Cattaraugus, Frank- 
linville, Little Valley, East Otto, Col- 
lins and Springville, N. Y., has operated 
on this principle for many years. Farm- 
ers are assisted in obtaining bigger crops 
from their land. Expert advice is given 
to them about feeding methods. Several 
months ago the firm held a meeting for 
farmers at one of its branches. Eighty 
dairymen were present and an agricul- 
tural expert addressed them on farm 
problems. The organization of a cow 
testing association was proposed at the 
gathering, 

Buys Pure Bred Bull 


And now the James H. Gray Milling 
Co. has adopted a master method of 
serving the farmers in its territory. It 
has purchased a pure-bred bull which 
will be available without charge to its 
customers for building up their dairy 
herds. The plan adopted just a few 
weeks ago has obtained widespread ap- 
proval among the farmers. 

In selecting the bull the James H. 
Gray Milling Co. made certain that he 
was backed by good records. 

Gramco Laddie, a yearling Holstein, 
registered under the name King DeKol 
Maxie Posch, sired by King Maxie Val- 
dessa, whose dam is Fancher Farm 
Maxie, world’s champion cow a few 
years ago, was chosen. The dam of this 
bull is Snow DeKol Posch, a Canadian 
cow with a 34 pound butter record as 
a three year old. 

Free services of the bull will be avail- 
able to all customers of the firm. Farm- 
ers who do not purchase their dairy 
feeds from the Gray Milling Co., will 
be charged a fee of $5.00. Under this 
arrangement new business is expected 
to be attracted and the good will of 
the regular patrons, it is anticipated, 
will be firmly molded. 

Bull Is Farmed Out 


Six of the leading dairymen who are 
customers of the firm have been selected 
to keep the bull for periods of two to 
three weeks and to allow neighbor pa- 
trons of the company to use him. Under 
this arrangement the bull will be! avail- 
able in all parts of the trade territory. 
When the animal becomes older, it is 
planned to keep him at the firm’s 
branches and farmers will be invited to 
bring in their cows. The project is be- 


ing conducted from the Little Valley, 
N. Y., establishment. 

Purchase of the bull and the offer- 
ing of! his services to farmers was wide- 
ly advertised. Circulars were sent to 
all dairymen and a full page advertise- 
ment was run in the Cattaraugus Coun- 
ty Farm and Home Bureau News. The 
bull was pictured, and outstanding fea- 
tures of his breeding were printed be- 
neath in large type. The company also 
told its reasons for conducting the pro- 
ject and invited its customers and non- 
patrons to avail themselves of the serv- 
ice. 

Aims to Improve Herds 

The firm obtained its idea by. observ- 
ing the success of bull clubs among 
farmers in Pennsylvania and decided 
to take the initiative of improving the 
dairy herds of its community. 

“The bull project is attracting consid- 
erable local attention and we _ believe 
it will return big dividends as an ad- 
vertising feature as well as creating 
benefit to. our customers,’ said E. B. 
Dunbar, a director of the company and 
manager of the Little Valley branch. 
“Knowing the results that were obtained 
by the formation of bull clubs in Penn- 
sylvania, the idea came to us that we 
could do likewise here. We have worked 
with our customers, trying to put across 
the idea of forming a cow testing as- 
sociation through the farm bureau. 

Last November we gave a dinner at 
Little Valley and invited all cf our 
dairymen. Through the assistance of 
the local farm bureau manager we were 
able to obtain Professor Crandall, of 
the state university, as a speaker. He 
outlined very clearly the result obtained 
by improvement in production when 
poor producers were culled out. In spite 
of the information set forth we were 
unable to form an association. We then 
decided to launch the bull project as 
the best means of getting our dairymen 
to improve their herds.” 

Works With Farm Bureau 

Results obtained by cooperating with 
the Farm Bureau on the plan has pleased 
the company. 

“We find that by working with the 
Bureau a great deal can be accom- 
plished,” he said. 

Mr. Dunbar called attention to an edi- 
torial in the Bureau’s magazine which 
reads in part: “The James H. Gray 
Milling Co. has taken the lead of all 
millers in New York state and purch- 
ased a pure bred Holstein bull for the 
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E. B. Dunbar 


Manager of the Little Valley branch of 
the James H. Gray Milling Co. 
use of its patrons. As far as we are 
able to determine this is the first time 
a miller has taken that much interest 
in the stock of their patrons. For sev- 
eral months they have been giving their 
patrons an excellent mixing and grind- 
ing service and are offering an unusual 
variety of high quality feeds which they 
keep constantly in stock. 

“Any patron of the milling company 
who has some real cows and only an 
ordinary bull should plan to use this 
bull. This is real cooperation on the 


part of a local merchant and we hope 


their patrons will take full advantage 
of at.” 

The Gray Milling Co. project, in the 
opinion of The Feed Bag, is one of the 
best merchandising methods ever used 
in the feed industry. Helping farmers 
to profit is a sound, effective method of 
building business. The Gray Milling 
Co. has selected an excellent method of 
doing it. 

Ok Ok 

The James H. Gray Milling Co. re- 
cently expanded its operations by pur- 
chasing two mills at Franklinville, N. 
Y. This transaction will further in- 
crease its branch establishments in- 
crease the scope of its territory. One 
of the firms purchased was Bill & Bush, 
Inc., formerly the Empire Mills. Glenn 
Bill, manager, will remain in charge 
under the new management. The mill 
owned by Harry F. Page was also in- 
cluded in the transaction. This estab- 
lishment was organized by Mr. Page in 
1915 and has been in operation since. 
Consideration for the purchase of the 
two properties was reported at $75,000. 


McINTYRE TO FLORIDA 
Fred M. McIntyre, Potsdam, N. Y., 
president of the Eastern Federation, will 
make a brief trip to Florida just before 
the Binghamton convention to augment 
his usual supply of pep and energy so 
that there will be no dull moments dur- 
ing the convention. Mr. McIntyre owns 

considerable timber land in Flerida. 
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“Cascade” 
FEED 
MIXER 


Shipped complete, no extras to buy. 
No elevator needed. 
Ready to use when you receive it. 
No millwright required. 


“Rureka” 


CORN CUTTER 


The machine that made 
steel-cut corn famous. 


This combined 
Loader, Mixer, 


Sacker and Packer 
mixes feeds cheaply— 


No. 1—1000 Ibs. Batch 
3 Horse Power 
Cost of power per batch, 2} cents 


No. 2—2000 lbs. Batch 


' “F ure ka” 5 Horse Power 
CORNULATOR 


For making chick grits. 


Cost of power per batch, 4} cents 


Write for Catalog No. 123 


S. HOWES CO.,INC. SILVER CREEK,N.Y. 


Motor driven and belt driven. 


emi-Solid 


NOTHING ADDED SELF-PRESERVED REAL BUTTERMILK, RICH IN BUTTER FAT—NOT SKIM MILK 


Proves what it is by what it does 
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Making a good profit for the dealer is not the 
only thing that selling Semi-Solid Buttermilk does 
for him. It also helps him in putting across his 
other feeds—helps them make good because it is 
the greatest supplement to any hog or poultry jeed. 
It aids digestion wherever used and keeps poultry 
and hogs healthy, thrifty and free from disease. 


Semi-Solid Buttermilk increases production in 
both poultry and hogs, to such an extent, that it 
turns losses into profits for many farmers, and 


makes them good paying customers instead of 
credit customers. 


Dealers, Mill Owners and Grinders build a year 
‘round business, good will and greater volume with 
Semi-Solid Buttermilk because of its value to the 
feeder. Poultry and hog raisers today know the 
necessity of feeding milk; Government authorities 
recommend it; experimental stations have proven 
it, and Semi-Solid Buttermilk makes milk avail- 
able, in any quantity, at any time, anywhere. 


Thousands of DEALERS Can’t be Wrong 


Wise dealers in every part of the country are cashing in on Semi-Solid Buttermilk by.recommending it 
and by building their rations around it. They have seen their buttermilk sales grow in a short time 
from a one-barrel order to where they are selling from one to three carloads each month. They know 
what Semi-Solid Buttermilk does for their customers and when they make a profit for their customers 
they know they are building a profitable, lasting business for themselves. 


Write today for our dealer proposition in your local territory. 


Consolidated Products Co., 2400 Lake Park Avenue, Chicago 
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Chains Depend on Quality Products 
Quick Turnover, Low Prices 


Business Methods May Be Profitably Used by Independent Dealers 
Second of a Series of Articles to Be Published by The Feed Bag 


HAIN stores have certain well 

defined policies which they fol- 

low to attain success. They know 
how to select a location that will bring 
their wares before the greatest num- 
ber of persons in town; their merchan- 
dising methods are the result of a study 
of the consumer’s habits and demands; 
they are continually striving to cut 
down overhead costs; they advertise 
consistently and remain alert to the 
changes that are taking place and they 
adapt their selling methods. to conform 
with these changes. 

Independent feed dealers who desire 
to retain their present stand, to expand 
their business and to prosper, must also 
adopt these policies and devise even bet- 
ter methods if possible. 

Determined to discover what chain 
stores do and how, they do it, The Feed 
Bag staff member visited the headquar- 
ters of the Middle West division of the 
Great Atlantic & Pacific Tea Co., one of 
the largest chain store organizations in 
the world. Discussions with executives 
revealed that this mammoth organiza- 
tion bases the success of its stores upon 
(1) The handling of quality merchan- 
dise. (2) Quick turnover and fresh 
goods. (3) Selling the article at the 
lowest possible price, consistent with 
good business policies and a fair return 
of profit. 

Select Quality Merchandise 

The chain stores do not take chances 
on inferior merchandise. They handle 
reputable goods and endeavor in every 
way to give full value to customers. 
Most of the nationally advertised, rep- 
utable products are sold by the chain 
stores. 

Feed dealers who wish to succeed 
must pay particular attention to this 
policy. Inferior products are a handi- 
cap to the business. The customer who 
buys a poor feed and is disappointed in 
the results usually goes elsewhere after 
the first order to purchase other brands. 
Loss of confidence in the product also 
means loss of confidence in the dealer 
who handles it. The chain stores have 
prospered by confining themselves to 
quality merchandise. Independent feed 
dealers can profitably follow their ex- 
ample. 


Rapid turnover is the second most im- 
portant reason attributed to the success 
of the chain stores. Therein also lies 
a moral for the independent dealer. The 
essentials of turnover are volume and 
repeat business. Turnover enables the 
dealer to sell products at a lower price 
and consequently to attract more trade. 
Satisfied customers will result in re- 


peat business. Constant sales efforts and 
the application of modern merchandis- 
ing methods will build volume. The 
independent dealer who increases his 
turnover is taking a long stride toward 
success. 

Watch Overhead Costs 

The third outstanding reason given 
for the success of the A. & P. chain 
stores is selling the article at the low- 
est price possible. The entire personnel 
of the organization is constantly keyed 
for discovering methods of reducing 
overhead. ; The lower cost of operation 
is reflected in lower prices. The A. & 
P. organization is operated in divisions. 
One competes with the other to obtain 
lowest overhead costs. 

The low prices do attract customers. 
They are certain business getters if the 
quality of the product is maintained and 
a fair margin of profit is allowed for the 
business. First of all, it is necessary to 
have an efficient accounting system. 
Figures will reveal the spots which are 
too high in overhead costs. Attention 
can then be concentrated upon them to 
reduce it. An accounting system will! 
also enable the dealer to determine with 
accuracy a fair margin of profit and 
will help him to quote his prices on the 
product accordingly. 


Other supplementary but highly im- 
portant points are observed by the chain 
stores. Location is one of the factors 
which receives much attention. When 
the A. & P. organization decides to open 
a new store in a town it spots a loca- 
tion which is passed by the greatest 
number of people daily. It wants to be 
situated where the store, with its attrac- 
tive display of wares, is called repeated- 
ly to the public’s attention. 

The feed dealer’s problem in select- 
ing a location is a trifle different. His 
appeal must be made chiefly to the farm 
trade. His location should therefore be 
at a point where the rural folks congre- 
gate when they come to town. A site 
near a popular parking station is con- 
sidered valuable. The feed store situ- 
ated in such surroundings gets the at- 
tention of farmers when they arrive and 
when they are ready to leave. It sug- 
gests purchases. The immediate locali- 
ties: of 5 and 10 cents stores and other 
chain establishments are also good sites. 
They usually attract the crowds and 
will help to bring them to a central 
point. The feed store should strive to 
get the benefit of this congregation cf 
trade. 

It is practically true in every case that 


each town has a busy side of the street.. 
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It is up to the dealer to locate his 
store on that side. 

The A. & P. stores are painstaking in 
their displays. They endeavor to place 
the largest number of articles possible in 
the shopper’s line of vision. The coun- 
ter in the center of the store which im- 
mediately confronts the customer upon 
entrance is considered the most valuable 
display space. Articles attractively ar- 
ranged in this position practically sell 
themselves. 

Another important display space, the 
chain stores have discovered, is next to 
the cash register. The customer usually 
walks to this point in making payment 
for his purchases and goods placed there 
conspicuously will often result in addi- 
tional sales. 

Most independent dealers have an op- 
portunity to take advantage of both of 
these important display positions. Racks 
may be constructed at low cost for the 
center position of the store. Feeds may 
be attractively featured. The display 
should be directly: in the line of vision 
and placed so that the customer is com- 
pelled to walk around it in coming to 
the rear of the store. The department 
of the store in which customers pay for 
fheir purchases should be utilized. Dis- 
plays may be arranged neatly. This is 
a good position for special products 
which the dealer handles. These are 
often purchased as an after-suggestion 
and the cashier’s corner serves to make 
a good urge. All articles on display 
should be well labeled and tagged with 
the price. 

Use Regular Advertising 

Advertising has proved to be a great 
boon in the chain store’s success. The 
methods used by them will apply equally 
well to the independent retail feed deal- 
er. The A. & P. stores regularly use the 
local newspapers in each town in which 
they are located. Circulars are mailed to 
the trade as supplements. The name 
and the. price of the product are made 
conspicuous with large type. Advertis- 
ing is consistent. The chain stores do 
not make a big splash and then remain 
in obscurity for the rest of the year. 
They advertise regularly. And this is 
a good policy for the feed dealer who 
expects to continue to build business. 

The A. & P. executives were frankly 
asked whether they believed their stores 
could succeed on a credit basis. They 
emphatically declared that they could 
not. Credit, they said, would increase 
their overhead expense and compel 
them to raise their prices, whereupon the 
low price appeal which they now pos- 
sess would be lost. They also declared 
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for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


14.5 Protein 
3.9 Fibre 


For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calvesand all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 
Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 


that they could not succeed by giving 
free delivery service to customers. The 
cash and carry plan is essential in their 
system of merchandising. These are im- 
portant angles for the independent deal- 
er to consider. 

The chain store never allows itself to 
become old-fashioned. Buyers’ habits 
and demands are constantly studied. 
Changes are made frequently. The right 
kind of appeal at the right time is al- 
ways used. Products are displayed and 
sold to meet the ever-changing buying 
whims of the trade. The chain store is 
ever-alert and always remains on its 
toes. 

And here is a vital lesson for the in- 
dependent dealer. It calls upon him for 
aggressiveness, ambition and the spirit 


of progress. It gives him a realization 
that successful merchandising is a big 
problem; that it requires study and at- 
tention and adaptation to the changing 
trends that are going on about him. 
The independent dealer who heeds this 
lesson, stays on his toes and applies the 
effective methods used by the chain 
store and even strives to better them, 
is on the way to success. 


VALLEY CAMP ELEVATOR CO., 
Fairport, Ohio, has been incorporated 
with a capital stock of $10,000, to oper- 
ate an elevator and to deal in grains, 
seeds and feed. The incorporators are 
J. A. Paisley, G. W. Wilcox, R. J. Pais- 
ley, E. G. Mathiott and H. T. Ewig. 


ESULTS for the feeder 


are the only measure of 


worth for any 


feeds. Interna- 


tional Feeds are “guaranteed to 


produce better results at lower 


cost,” and repeat orders just 


naturally follow. For greater 


customer satisfaction and more 


profit for yourself, sell — 


INTERNATIONAL 
FEEDS 


Manufactured by 
International Sugar Feed Company 


MINNEAPOLIS 


MEMPHIS 
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Central Association Will Convene 
At Milwaukee, June 16, 17 


Entire Fifth Floor of Schroeder Hotel Reserved for Big Event 


Executive Committee 


HE fifth annual convention of the 

Central Retail Feed association 

will be held at the Schroeder 
hotel, Milwaukee, Monday and Tuesday, 
June 16 and 17. This was decided by 
the executive committee, at a meeting 
held in the offices of the secretary, 85 
East Michigan street, Milwaukee, Jan- 
uary 22. An early start has been made 
to allow ample time for arranging one 
of the biggest and best programs in the 
history of the organization. 

Reserve Entire Floor 

Anticipating a large increase over last 
year’s attendance, the executive commit- 
tee has reserved the entire fifth floor 
of the Schroeder hotel for the conven- 
tion. This arrangement includes the 
beautiful and spacious grand ballroom 
of the hotel which will furnish an ideal 
setting and accommodations for the an- 
nual banquet and dance. 

Millers, manufacturers and jobbers 
will be welcome at the convention. The 
afternoon session of the opening day, 
however, will be for dealers exclusive- 
ly. Open meetings will be held on the 
mornings of both convention days, and 
the annual banquet will also be open 
to all. David K. Steenbergh, secretary, 
was appointed to direct the convention 
arrangements. 


Vote to Draft Code 

In addition to making plans for the 
annual meeting, the executive commit- 
tee organized several projects which will 
be carried out by the association during 
the forthcoming months. Definite ar- 
rangements were made for drafting a 
code of ethics which is expected to be 
adopted by members of the organiza- 
tion. The code will consist of a series 
of the best trade practices now in effect 
in the feed industry and will guide deal- 
ers in conducting their business on an 
ethical basis in their contact with, cus- 
tomers as well as other members of the 
industry. L. J. Hartzheim, president, 
will appoint a committee of three mem- 
bers to draft the code. It is expected 
to be ready for approval of the dealers 
at the annual convention. The code 
committee will also recommend any 
necessary changes in the by-laws and 
constitution of the association. 

Secretary Steenbergh pointed out at 
the executive committee meeting that 
recent changes including the acceptance 
of branch store memberships at $5.00 
a year, and the setting of the beginning 
of the fiscal year for June 1, would re- 
quire the approval of members of the 
association at a regular convention be- 
fore they became strictly legal. The 


Plans Future Activities of Organization 


Grand Ball Room, where the 1930 banquet will be served 


committee agreed to submit the changes 
to the dealers for ratification at the 
annual meeting next June. 

The power cost survey which the as- 
sociation has been conducting for sev- 
eral months, was discussed by the ex- 
ecutive committee and plans were made 
to submit the information already ob- 
tained to a technical engineering organi- 
zation. It is expected’ that such a con- 
cern could compile the data and deter- 
mine whether individual dealers and the 
association have grounds for obtaining 
lower power rates from the electric 
companies. Secretary Steenbergh was 
instructed to continue the survey and 
obtain all information possible before 
the next executive committee meeting. 

The association hopes to be able to 
announce the largest membership in its 
history at the convention next June. 
Every officer of the organization has 
pledged himself to concentrate his ef- 
forts upon obtaining new members. The 
executive committee has voted to make 
a five-day booster trip next May. Calls 
will be made upon individual dealers 
along the route and before the trip has 
been ended the committee expects to 
have a long list of new members. 

More District Meetings 

The booster trip will be combined 
with another project, the holding of 
more district meetings in all parts of 
Wisconsin and northern I!linois. Dur- 
ing the day the booster group will ob- 
tain new members and in the evening 
will take part in the local gatherings 
which are to be scheduled in advance of 
the trip. The conducting of more dis- 
trict meetings in the association’s terri- 
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ducts Co., 


tory is to be an important part of the 
organization’s program during the New 
Year. Work on this project will be 
started just as soon as the roads be- 
come passable, and it is hoped that 
every community will have a local club 
organized with regular meetings sched- 
uled before the annual convention. 

The treasurer’s and secretary’s report 
which were read at the executive com- 
mittee meeting, indicate a sound finan- 
cial condition and a splendid progressive 
spirit among members and officers of 
the association. The New Year shows 
every indication of being the most suc- 
cessful in the organization’s history. 

Several complaints from dealers to the 
association were taken under considera- 
tion by the executive committee and 
the decisions reached are to be sub- 
mitted to those making the complaints. 

L. J. Hartzheim, Beaver Dam, Wis., 
president; C. E. McArthur, Elgin, IIl., 
vice-president; Colby A. Porter, Fox 
Lake, Wis., treasurer; David K. Steen- 
bergh, Milwaukee, secretary; F. Kern, 
Sparta, Wis.; J. L. Kleckner, Neills- 
ville, Wis.; and D. W. McKercher, 
Wisconsin Rapids, Wis., directors, were 
all present at the meeting.. 


NEW ENGLAND GRAIN PRO- 
DUCTS CO., Boston, a subsidiary of 
Corn Products Refining Co., New York, 
has been merged with the W. N. Potter 
Grain Stores. The two organizations 
own mills in Vermont and Massachu- 
setts, and operate approximately. 30 re- 
tail stores throughout New England. R. 
J. Sackett, New England Grain Pro- 
will be president. 
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Contract Plan Induces Patrons 
To Buy in Ton Lots 


By James H. Thomson 


W* have always quoted our differ- 
ont mixed feeds at so much per 
cwt., or in ton lots at a price which 
figured out 10 cents per bag less. Many 
buyers took advantage of this oppor- 
tunity to save $2.00 per ton on their 
requirements, but we have always had 
a number of customers who, while they 
only bought in small lots, helped us to 
build up our tonnage and whose busi- 
ness we valued very much. While a 
certain man might buy a bag or two 
at a time, it surprised us, when we fig- 
ured up his year’s business, to find how 
much his patronage had really helped 
our net profit. 

A great number of these customers 
did not buy: in ton lots‘for obvious rea- 
sons. Possibly they didn’t have the 
necessary storage space or more likely 
they didn’t have the ready cash or a 
good enough credit rating to allow them 
to do so. Others liked to be assured 
their feed was fresh when used. 

As the majority of these men were 
buying our mashes and feeds exclusive- 
ly, we felt their cases merited special 
consideration and treatment. This is 
what we did. 

We decided to contract with these 
customers, if they wished, for a ton of 
whatever one grade of feed they re- 
quired. But instead of having them 
take it all out at once we would allow 
them a certain period of time, usually 
30 or 40 days, with the provision that 
they must pay cash as taken. 

A copy of a completed contract form 
is shown. These, by the way, are turned 
out on our small duplicating machine 
through, a stencil cut on our office type- 
writer, and are made out in duplicate, 
the customer taking the original and 
we retaining the copy. 

Our copies are arranged alphabetical- 
ly in a small file which is kept handy 
on the counter and we ask the customer 
to always bring his form with him so 


Feed Dealers Sell Radios 
For Extra Profits 


Several feed dealers have added radios 
as a sideline to their regular business 
and are finding another source of profit 
in their contact with the town and coun- 
try trade. 

Everett Kleckner, son of J. L. Kleck- 
ner, Neillsville, Wis., director of the 
Central Retail Feed association, has es- 
tablished a radio repair shop as a de- 
partment of his father’s feed store. He 
accommodates customers who have 
trouble with their radios and constructs 
sets of his own which he sells whenever 
he has an opportunity. While the radio 
department has not directly helped to in- 
crease feed sales, it has attracted more 
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QUANCB. BROTHERS LIMITED, 
Simcoe Plant. 


nave 


consideration of my buying: 
__/ tons ton 
- 


Quance Brothers Limited agree to give me the current 
ton price even though the feed is only taken out by 
me as required although the contract mst be com- 
pleted by y 

It is further understood that I am to pay eash for 


everything as taken. 


Signed 
Address 
Quance Bros. Lid., 
per 


that deliveries may be marked on it as 
welf as on our own copy. In this way 
we have a very valuable check on the 
customer’s purchases. When we note 
a contract nearing completion we invar- 
iably succeed in signing up our man for 
another ton when next he comes in. 

We know a ton price is usually given 
on account of there being less work in- 
volved, both in the warehouse and ir 
the office, in handling that amount of 
feed, still, we find this plan has a num- 
ber of features to recommend it. 

Not only does it make the customer 
feel that his patronage is valued at our 
establishment, but it also has the ten- 
dency to keep him using our feeds ex- 
clusively until at least the completion of 
his contract. Then, as our feeds invar- 
iably give satisfaction, we book him for 
another lot. 

In addition to putting a good deal of 
small customer’s business on a strictly 
cash basis, this plan has attracted a 
number of new and thrifty buyers who 
see in it a way to secure their feed at 
quantity prices. 


persons to the store and has given Mr. 
Kleckner, Jr., a profitable and interest- 
ing sideline. 

Edward Winternheimer, manager of 
the Posey Seed & Feed Co., Mt. Ver- 
non, Indiana, recently acquired the 
agency for a nationally known radio 
line. He has engaged an experienced 
radio mechanic to give repair service to 
customers and anticipates that the new 
addition will be a profitable sideline to 
his feed business. 


WAUPUN FARMERS ELEVA- 
TOR CO., Waupun, Wis., held its an- 
nual meeting recently and elected J. W. 
Kastein, president; Fred Mielke, vice- 
president; M. H. McDowell, treasurer, 
and A. H. Miller, secretary. 
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CEDARBURG SUPPLY CO., Ce- 
darburg, Wis., at its annual meeting, 
January 20, purchased the Cedarburg 
Flour Mills and will use the property 
for feed grinding, mixing and _ storage. 
The building is the largest in the city 
and was built in 1855 at a cost of 
$22,000. The firm reports sales of over 
$200,000 during 1929, about $30,000 
higher than in 1928. Officers elected at 
the meeting were Ed. Pipkorn, presi- 
dent; Martin Wiepking, vice-president; 
John G. Blank, secretary-treasurer and 
Charles Pollow, general manager. 


Poultry Feed Business 
Looks Promising 


Business for dealers who serve the 
poultry farmers will be good next year, 
according to figures from the Bureau of 
Agricultural Economics, department of 
agriculture. 

“Indications are that the total num- 
ber of birds in all the farm flocks of the 
country at the end of 1929 will be about 
5 per cent greater than the total at the 
end of 1928 or about the same as the 
total at the end of 1927,” the report 
reads. “There were 2.4 per cent fewer 
hens and pullets in the laying flocks 
October 1, 1929 than on October 1 a 
year ago, but the number of young 
chickens of this year’s hatch, including 
pullets being saved for layers, was about 
10 per cent greater than on October 1 
last year. 

“As compared with a year ago, the 
numbers of young chickens have in- 
creased generally throughout the coun- 
try, with 14 per cent more in the North 
Atlantic states, 10 per cent more in the 
North Central group, 13 per cent more 
in the South Atlantic and 8 per cent 
more in the South Central and in the 
Far Western states.” 


JOHN E. ORPHAL, 70, veteran feed 
dealer, St. Marys, Ohio, died recently 
at his home. He had operated a feed 
store for 34 years. 


Change in Cod Liver Oil 
Tag Method Asked 


A request has been made to the agri- 
cultural departments of the various east- 
ern states to permit mixers of poultry 
feed, in which cod liver oil is included, 
to use a tag stating that the oil will be 
used only from November 1 to May 1 
or other dates to be determined by the 
mixers. 

At present two separate tags are re- 
quired, one with oil and one without oil. 
This has been troublesome and it has 
been found that it was easy to make 
errors. By using one tag, errors would 
be eliminated and _ supervision made 
easy. 

While no decision has been made it is 
expected that the departments will act 
favorably on the request. 
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Cut Your Power Costs 


ave Your Grinders 


void Fires 
lease Your 
ustomer 


Gentlemen: 


Considering the present protection I have ahead of my at- 
trition mil!, which consists of ascreen and several horseshoe 
magnets, there was some question in my mind as to whether 
— electro-magnet could do for me what you claimed it would. 

am pleased at this time to say that it has proven to do all 
that you say it will. 

Because of the large collection of nails, screws, nuts, staples, 
pieces of steel and cast iron, which got by our present means 
of protection and was caught by your high powered electro- 
magnet, I am pleased to recommend same to anyone operating 
an attrition mill. I am sure they will readily accept this in- 
formation. 

Your magnet has effected a savings in burrs, as well as in 
power cost for grinding, by keeping these burrs in much better 
shape. It has been a source S more satisfied customers, as 
the farmers are well aware of the fact that many cattle die 
each year from iron in their ground feed. 

But with this electro-magnetic protection, they are sure 
that the teed is free from the dangerous iron. 

I feel that the price paid for one of these electro magnets 
is a very good investment. 

Yours very truly, 
P. S. Solomon, Monroe, Wis. 
(Henry Solomon Coal & Iron Co.) 


Sntenoits 
MAGNETIC 
SEPARATION 


FB-2 Gray 
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this NEW Dinas 


Magnetic Separator 
—Fully Automatic 


HIS new separator designed and built by 

the world’s largest manufacturer of mag- 
netic separators is made especially for the 
feed grinder and grain man. A _ genuine 
Dings Separator. 


It is so inexpensive it will pay for itself in a 
few months time. It is a thousand times 
stronger than a permanent magnet. It is 
absolutely fool-proof and completely auto- 
matic. You can install it yourself. 


Ask any plant that ever used a genuine 
Dings Separator. 


Write today for complete information. 


Dings Magnetic Separator Co. 


704 Smith Street Milwaukee, Wisconsin 


ESTABLISHED IN 1899 
World’s largest manufacturers of Magnetic Separators 


Boston: 304 Rice Bldg San Francisco: 273 Seventh Street 
New York City: 30 ee Street Chicago: 332 S. LaSalle Street 


Branch Offices in Other Principal Cities 


Dings Magnetic Separator Co. i 
704 Smith Street i 
Milwaukee, Wisconsin 
Gentlemen: 

od = send me full details on your automatic separator for feed I 
mills. 
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Leo Schneider writes us a letter! 


While its contents greatly interest us 
we know they will equally interest you as a flour and 
feed dealer. 


steward, MEFer 


Se 
Mints tention Feed Depts 


P 
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f the 
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MINNEAPOLIS MILLING Co., MINNEAPOLIS, MINN. 


Millers of 


Miss Minneapolis Flour and Miss Minneapolis Feeds 
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Cash Buyet of Grain Fuel pec. 18» 19296 FEED 
as buyers of the farmers grain and produce» and a 
aistributors of all yindas of products gnc luding farm man - 
cninery» suppliess feeds, to our large clientele of FEED 
we gina that the distribution of 
| fortunately pairy men and poultry men in our Locality 
of are well ynformed,s naving thoroug® ynaerstanding of what al 
43 necessary in feeas to produce profitadle and parisfactors 
pesultse That 18 why it 30 for us to sell them your 
—— since nandling your Line we nave experienced a = Soa 
pemarkable qncrease our asstripution of these products 
g and Likewise an qncrease 4n the number of satisfied customers® 
This fall and winter especially we are putting out to our 
trade & target quantity than ever pefore of your pairy Rations 
: and Egs Mashes and we look forward to a vis pusiness after FER? 
the first of the year on your starting Masn, growing wash 
THe milk production of the neras and the 
giocks in oUF Jocality using Miss 
= the liste 
we We want you to know how well pleased We are with bie 
your products and will not ve packward about recommending 
them to 233 dealer who wants to increas? nis volume ines 


Feed Trade Personals 


E. W. PIRK, Pirk Flour & Feed Co., 
Swanville, Minn., has installed several 
thousand dollars worth of modern feed 
mixing equipment in his plant. He plans 
to mix molasses dairy feed. 


R. A. JEANNERET, Moore-Seaver 
Grain Co., was elected president of the 
Kansas City board ofi trade for 1930 at 
the annual election held January 7, to 
succeed J. J. Kraettli. F. A. Theis was 
chosen first vice-president and W. B. 
Lincoln was elected second vice-presi- 
dent. Merly H. Howard, A. J. Izzard, 
E. R. Jessen, W. B. Lathrop, H. G. Ste- 
venson, and A. W. Stewart, were chosen 
directors. 


GENDLER PRODUCE CO., Chari- 
ton, la., has purchased the Loiler & Son 
feed store at Osceola, Ia., and will oper- 
ate it as a branch store. Bruce Loiler, 
member of the old firm, has been re- 
tained as manager. 


SHIMP BROS. Lumber & Fuel 
Co., Dunkerton, Ia., is remodeling one 
of its buildings for the installation of a 
feed mill. 


R. W. BIEL, Randolph, Wis., has 
sold his flour and feed establishment to 
E. O. Neff, Lake Mills, Wis. Mr. Neff 
took possession of the property Febru- 
ary 1. 


GUY W. WINSTON, Milwaukee, 
has resigned as secretary of B. J. Aston, 
Inc., to form a new grain futures firm 
to be known as Guy W. Winston & Co., 


MUNSON MILL MACHINERY 
CO., INC., Utica, N. Y., has just issued 
a new catalog describing Munson cut- 
ters and combined cutters and graders 
built in four sizes, with varied capaci- 
ties. Dealers interested in this type of 
equipment may obtain the catalog and 
complete information on request. 


MODERN ELEVATCR SUPPLY 
CO., Minneapolis, Minn., has been ap- 
pointed representative for Blue Streak 
custom hammer mills in Wisconsin, 
Minnesota, North and South Dakota, 
and Montana. 


CLINTONVILLE CO-OP. Mercan- 
tile Co., Clintonville, Wis., held a spe- 
cial meeting of its stockholders January 
18 for the purpose of dissolving the old 
company and forming two new corpora- 
tions, to be known as the Clintonville 
Mercantile Co. and Clintonville Eleva- 
tor Co. The elevator company will 
handle flour, feed, seeds and potatoes 
and will be managed by: Earl Schmidt. 
Rapid increase in business is/given as 
the reason for reorganization. 


DAVE ROSENHEIMER, Kewas- 
kum, Wis., has returned from a trip to 
California. 


FARM BUREAU WAREHOUSE 
CO., Sauk City, Wis., has purchased the 
grain and feed business of Leinenkugel 
& O’Connor. 


L. G. WERTZ, Sioux City, Ia., presi- 
dent of Wertz Seed Co., has announced 
a plan to organize and consolidate a 
group of 50 farmer’s elevators in the 
Sioux City trade area. John Sandbert 
will have charge of the organization of 
the corporation which will be known as 
the Wertz Farmers Cooperative Co. 


ALABAMA banks which buy and sell 
fertilizer or cotton or otherwise engage 
in business other than banking, have 
been warned to discontinue the practice 
by D. F. Green, head of the state bank- 
ing department. Loss of their charter 
will be the penalty for those who fail 
to observe the notice. 


California Dealers Adopt 
Uniform Credit Plan 


Strict credit policies have been estab- 
lished by the California Hay, Grain and 
Feed Dealers association. 

Starting on January 1, according to 
the new regulations, all charge accounts 
taken out during this month must be 
paid before February 28. Delinquent 
customers will be placed on ac. o. d. 
basis, and 7 per cent will be charged on 
accounts 30 days past due, until they 
are paid. Cash customers will receive 
feed for $1.00 less a ton, while the 
credit buyers will be charged $1.00 
more. 

A. S. Walton, Horabin Feed & Fuel 
Co., Palo Alto, who is chairman of the 
credit rules committee of the associa- 
tion, reports that every feed dealer in 
his territory has subscribed to the plan. 


R. M. COREY, Osceola, Wis., has 
remodeled his feed mill and installed 
additional feed mixing equipment. 


HACKENSACK SUPPLY  CO., 
Backus, Minn., has been organized to 
sell a complete line of feeds and seeds. 


Farm Relief Plan Criticised 


By Indiana 


EMBERS of the Indiana Grain 
Dealers association roundly criti- 
cised the activities of the federal farm 
board at their twenty-ninth annual con- 
vention which was held in the Board of 
Trade building, Indianapolis, January 23 
and 24. They generally agreed that the 
entire farm relief plan was unsound and 
unfair to legitimate business enterprises. 
Otto P. Deluse, president of the In- 
dianapolis Board of Trade, in his ad- 
dress of welcome to the members, cau- 
tioned them against the federal farm 
board activities and called the situation 
“a menace confronting the present mar- 
keting system.” 

E. E. Elliott, president of the asso- 
ciation, in his response declared that the 
grain dealers did not desire to clash 
with the federal farm board on its poli- 
cies, but that they reserved the right to 
criticise all agencies and organizations 
whose operations are not based on 
sound, economical business principles. 

Politics was branded for cutting too 
deeply into farm relief problems by 
Richard Miller, president City Trust Co., 
one of the convention speakers. He said 
that if farmers and business men were 
left alone they would solve their own 
difficulties and declared that the govern- 
ment. ought to give consideration to the 
brains of American business and have 
faith in its ability to work out its own 
problems. Mr. Miller assured the grain 
dealers that the stock market crash and 
its effect on business was not as bad as 
imagined. He told them that there was 
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still an abundant supply of money in the 
country for the legitimate business men 
who forgot about the crash and 
worked hard. 

The history of the soy bean and its 
place in the grain trade was described 
by Frederick A. Wand, Archer-Daniels- 
Midland Co. The reading of the sec- 
retary’s and treasurer’s report concluded 
the first day’s session, and in the even- 
ing the grain dealers assembled for the 
annual banquet at the Columbia club. 

W. H. Moore, chairman of the legis- 
lative committee, read his report to open 
the Thursday’s session of the conven- 
tion. 

The work of the crop improvement 
committee was reviewed by Edgar H. 
Evans, Acme-Evans Co., Indianapolis, 
and a report on the activities of the 
transportation committee was made by 
Harold L. Gray, Crawfordsville, chair- 
man. 

Charles Quinn, secretary of the Grain 
Dealers National association, Toledo, 
discussed the agricultural act and other 
phases of the farm relief question. 

Officers elected were E. E. Elliott, 
Muncie, president; G. G. Davis, Tipton, 
vice-president; Bert A. Boyd, treasurer; 
J. L. Davis, Seymour, one year term, 
and Frank Hutchinson, Lawrenceburg, 
two year term millers’ representatives; 
Lew Hill, one year term, and E. K. 
Sheppard, two year term, board of trade 
representatives; O. L. Barr, Bicknell, 
and C. A. Ross, Rensselaer, two year 
terms, county shippers. 
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For real feeding value 


in your 


Chick Starter Mashes 


and 


Pig Meals 


use 


“HUNKY - DORY” 
Feeding Oatmeal 


MANUFACTURED BY 


THE HAERTEL CoMPANY 


604 CORN EXCHANGE BLDG. 


MINNEAPOLIS, MINN. 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 


with Che- 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlinge 
me Bran, Screenings not exceeding mii run — 
— CRUDE PROTEIN 15.7% S| 
CRUDE FAT - - 4.6%. 
CRUDE FIBRE - -83% 
ST. PAUL, MINN. rokee Pure 


<> Office 315 Corn Exchange Bran and 
EAPOLIS, MINN. 
Cherokee 


Middlings. 
Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


"your (COtton-Seed-Meal) 


on 
Memphis Merchants 
Exchange 


We offer our Services as Clearing 
Member. Full information fur- 
nished on request. 


Secure our prices for Spot and 
Future shipments. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
White-Mule Brand Registered all States 


Quality and Service 


----for almost half 


a century---- 


BVERY time you sell a sack 
. of flour it should do at 
least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 
It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 


Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 


and 
Alta Hard Wheat Middlings 
FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSELL-MILLER MILLING CO. 


General Offices 
MINNEAPOLIS, MINN. 


FLOUR 
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Vitamin Content Is Important 
In Cod Liver Oil 


OR several years there was a 

great deal of discussion as to 

which cod liver oil was more valu- 
able as a poultry feed, that from Nor- 
way or that from Newfoundland and 
New England. 

The European oil had staunch sup- 
porters, and so did the American oil. 
It is doubtful if anything definite was 
ever decided. In fact, it has been 
proved that it does not matter where 
the oil comes from so long as the es- 
sential vitamins are present in sufficient 
quantity. 

Vitamin Content Varies 

The plain truth is that natural cod 
liver oil from either side of the Atlantic 
varies greatly in its vitamin content. The 
fatness of the cod, the nearness to the 
breeding season and the kind of feed 
available in the ocean—these and other 
factors greatly affect the amount of vita- 
mins stored in the cod liver oil. 

Through a discovery made by re- 
search workers in the laboratories of 
Columbia university, a process has been 
developed which makes it possible to 
place upon the market a cod liver oil 
of known uniform potency. 

The Columbia process was patented 
and the patent was assigned to Univer- 
sity Patents, Inc., a subsidiary of the 
university, controlled by men affiliated 
with Columbia university. The right to 
use this patented process has been given 
to one English concern for Great Britain 
and other European countries and to 
one American concern for the United 
States, Canada and Newfoundland. 

Fortified Product Available 

There is now available on the Ameri- 
can market a fortified cod liver oil 
which can be used with absolute cer- 
tainty. This fortified oit takes the guess- 
work out of poultry feeding, so far as 
cod liver oil is concerned. A cupful 
(half a pint) of this super-potent cod 
liver oil is sufficient to supply the vita- 
min D requirement of 100 Ibs. of poul- 
try feed. 

Wherever purchased, the potency is 
substantially the same. One-half pint 
per 100 Ibs. of feed is all you need to 
use. 

This small dose has several practical 
advantages: 

The fatty portion of cod liver oil is 
of no value to the chicks or the birds, 
yet it tends to become rancid and cause 
the feed to spoil. The less used the 
better so long as the vitamin content 
is assured. 

There is also a considerable cash sav- 
ing as the fortified oil costs no more 
than a first-class certified cod liver oil, 
yet goes much farther. 

Many poultrymen who formerly used 
cheap “red” cod liver oil find that it 
costs no more to use a fortified oil of 


known uniform potency. The reason is, 
of course, that so much less is required 
that the total cost is no greater, even 
though a higher price be paid for the 
fortified oil. 

The so-called “red” oil is made from 
sun-rotted livers and often contains de- 
cayed bits of liver tissue, deadly to 
young chicks. The fortified oil contains 
only pure, steam-rendered cod liver oil 
to which has been added a small por- 
tion of vitamin extract taken from oil 
intended for industrial purposes. 


Federation Is Offered 
Oat Testing Service 


Requests have been received from 
members of the Eastern Federation as 
to where they’ could have oats tested for 
purity and germination. 

Arrangements have been made with 
the New York State Agricultural Ex- 
periment station, Geneva, N. Y., on 
the following basis: 

Germination test, 15 cents. 

Complete test for purity and germina- 
tion, 50 cents. 

The tests require about five days. 
Samples should be sent direct to the 


seed testing laboratory, New York State 
Agricultural Experiment station, Gene- 

The samples should be drawn careful- 
ly and not less than a pound should be 
sent. The package must be clearly 
marked, and a letter should be sent stat- 
ing what tests are required and that the 
oats are for sale. 

Bulletin No. 528 may be procured 
from the station which gives the amend- 
ed state seed law and rules governing 
seed testing. 


RADIO TALK PUBLICITY 


The monthly radio talks given by W. 
A. Stannard, Albany, N. Y., secretary of 
the Eastern Federation of Feed Merch- 
ants, will be published in eastern 
papers. The first talk, to be released to 
the newspapers, will be given on Febru- 
ary 6 at 7:30 p. m., from station WGY. 
The subject is “Feeding Poultry for 
Profit”. 


A. A. STUBFORS, Spooner, Wis., 
has purchased the Pfundheller ware- 
house and will continue to handle flour, 
feed and potatoes, as well as render feed 
grinding service. 


CEDARBURG SUPPLY CO., Ce- 
darburg, Wis., has purchased the old 
Cedarburg flour mill. Operations were 
begun February 1. C. Pollow is man- 
ager. 


Ohio Dealers Advised to Back 
Present Association 


dealers’ association in Ohio were 

taken recently at a meeting held at 
Dayton. The movement, it is reported, 
was instigated by an independent feed 
manufacturer. 

The Ohio Grain, Mill & Feed Deal- 
ers association, the already established 
state organization, requests dealers to 
consider the advantages offered by it be- 
fore giving their support to any new 
project. 

“The new organization, to us, appears 
as a duplication of service,’’ said W. W. 
Cummings, secretary. Our association, 
while new in the field, is ready to serve 
all feed dealers. Our members are feed 
dealers, millers and grain dealers, all of 
them handling feed, and at our regular 
meeting next June two or three mem- 
bers from each of the three branches 
will be elected as officers and directors. 
In other words, we expect the feed men 
to select the men to represent them on 
the board and to aid the secretary in 
furthering the feed interests. 

“Our association is not dominated by 
any feed manufacturers, although many 
of them are associate members and are 
quoting our members the lowest -pos- 
sible prices. In addition to this, our 
crganization is affiliated with the Grain 


Gieser to organize a new feed 
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& Feed Dealers National association, 
and members have the protection of this 
parent organization which also includes 
the Central Retail Feed association, feed 
dealers’ associations of New York and 
Pennsylvania and the New England Re- 
tail Grain Dealers association. 

“A number of men who attended the 
meeting at Dayton are already members 
of our association and others should 
join us rather than start another orga- 
nization.” 

Pleased with the success of the dis- 
trict meetings held in various sections 
of the state last December, the Ohio 
Grain, Mill & Feed Dealers association 
is planning to hold another series as 
soon as the weather permits. Dealers 
who desire to hold meetings in their 
territory are asked to get in touch with 
W. W. Cummings, secretary. 

The association is considering a plan 
to divide the state into sections with a 
chairman in charge of each division and 
to schedule regular meetings in each 
locality. 

Grain grading was explained by gov- 
ernment officials and trade problems 
were discussed at the series of meet- 
ings jheld throughout the state last De- 
cember. More than 200 dealers at- 
tended. 
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R. L. HERRICK M. H. 


100% FOR 


THE DEALERS | MIXER 


HERRICK 


THE 
BURTON 


has been sold to 
hundreds of eleva- 


Phones 


135 
118 


HARVARD 


HERRICK 


FEED 
CO. 


I 


WHOLESALE 


GRAIN & FEED SHIPPERS 


R. L. HERRICK, Jr. J. M. 


f power and requires very little floor space. 
ILLINOIS 


tor and feed com- 
panies throughout 
the feeding states 
and we have never 
heard of one which 
failed to make its 
owner a profit. 


Invented by 
a practi- 
cal feed man- 
ufacturer, it 
embodies such 


important de- 
P hones tails as exact- 
ly correct 
135 speed of con- 
veyor, proper 
118 relation of baffle plates to mixing trough, loads 


and empties from same end, uses a minimum 


If you are thinking of installing a profitable 
mixing department, or considering replacement 
of your present equipment, write for our illus- 
trated bulletin, prices and terms. 


BURTON FEED & MIXER Co. 


DETROIT MICHIGAN 


HERRICK 
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INGREDIENTS 


Dealers Make Profits 
With Blue Ribbon Sweet Dairy Feed 


| 


7 a . sell Blue Ribbon by the ton, not by the sack. 
4 BLUE RIBBON : Rapid Turnover: Blue Ribbon sells fast and 


DAIRY FEED 
BROOKS MILLING CD. 


Fair Margins: There is just as much profit in 
selling a sack of Blue Ribbon Sweet Dairy Feed 
as in selling a sack of high protein feed; and you 


keeps a fresh stock in your warehouse all the 
time. You do not have losses in storing Blue 
Ribbon because it is fed in volume and repeats. 


Satisfied Customers: Feeders of Blue Ribbon 
Sweet Dairy do not shop around for a better feed. 
When they find that Blue Ribbon makes them the 
most profit for the least feed cost they are satisfied. 


Year ’Round Business: Feeders who have 
learned the value of Blue Ribbon Sweet Dairy 
also learn the wisdom of feeding it during the 
spring and summer as well as in the fall and 


£ CORN GLUTEN FEED. WHEAT BRAN. SOY 


BEAN MEAL. OLD PROCESS LINSEED On. 
MEAL, PRIME 43°) COTTON SEED MEAL. 
PULVERIZED AND BOLTED FLAX AND 
GRAIN SCREENINGS, MINERALS (CALCIUM 
CARBONATE, BONE MEAL, SALT) aNO 

MOLASSES 
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Struven Offers Prizes 
To Federation 


Charles M. Struven, Chas. M. Stru- 
ven & Co., Baltimore, Md., has arranged 
a novel contest, for the mid-winter con- 
vention of the Eastern Federation of 
Feed Merchants, in which prizes will be 
offered. 

A hundred-pound bag of Struven fish 
meal will be placed on display and all 
registered delegates to the convention 
will be permitted to guess the number 
of menhaden fish that were required to 
make the meal. Three prizes will be 
given to those guessing most accurate- 
ly. 

A sealed letter giving the correct 
number will be held by President F. M. 
McIntyre and will not be opened until 
the close of the contest. The prizes will 
be awarded at the concluding session. 

Mr. Struven gave several prizes at the 
summer meeting to those who enrolled 
the largest number of new members in 
the federation. 


JOE STRAUB, Lomira Elevator Co., 
Lomira, Wis., made a business trip to 
Milwaukee, January 27. He reports that 
business has been fairly good this sea- 
son in his territory. 


ROY JUNKMAN, Ellsworth, Wis., 
has resigned as manager of the H. O. 
Junkman elevator and has been succeed- 
ed by John Lowe. Mr. Lowe managed 
an elevator at Pepin, Wis., before ac- 
cepting his new position. 


J. E. SPENCER, St. Charles, Minn., 
has opened up a feed mill at Blue Earth, 
Minn. 


Magnetic Mfg. Co. Plans 
New Laboratory 


A new research laboratory is under 
construction at the Magnetic Mfg. Co. 
Milwaukee plant. When completed, this 
laboratory will be exceptional in its fa- 
cilities for working out special problems 
of magnetic separation. 

The latest equipment will be installed 
for magnetically testing minerals, met- 
als, ores, and various raw materials, 
such as grains and feed stuffs. Facil- 
ities of the laboratory will be at the 
command of any manufacturer who 
wishes to avail himself of them. 

R. H. Stearns, president and founder 
of the company, will personally super- 
vise the work of his staff of trained 
magnetic engineers. He has taken a 
very keen personal interest in the labor- 
atory and its possibilities. 

The Magnetic Mfg. Co. manufactures 
magnetic separators of all types, mag- 
netic pulleys, magnetic clutches, sus- 


pended type magnets, apron conveyor 
magnets, launder magnets and _ special 
magnetic equipment. This new addition 
is part of a general enlargement plan 
of plant and office facilities. 


H. M. Soars 


Charles M. Waldron 


Sprout, Waldron & Co. Elects 
Two New Officers 


Charles M. Waldron, vice-president 
of Sprout, Waldron & Co., Muncy, Pa., 
was elected president of the firm, to suc- 
ceed F. M. Sprout, who has retired. H. 
M. Soars, sales manager for New Eng- 
iand, was chosen second vice-president, 
and promoted to the position of sales- 
manager. N. L. Vredenburg, first vice- 
president; J. Russell Smith, secretary 
and Stephen Soars, treasurer, were re- 
elected. 

Mr. Waldron, the new president, is a 
son of the late John Waldron, one of 
the founders and former head of the 
company. His entire life has been de- 
voted to the service of the firm. He re- 
ceived his early training in the engineer- 


HIGHT ELEVATOR CO., Decatur, 
Ill., has been incorporated with a capi- 
tal stock of $50,000 by Wm. Hight, W. 
I. Moore and J. C. Hight to deal in 
flour, feed and grain. 


E. M. HEYERHOLM, ” Winona, 
Minn., has purchased the feed mill of 


Robert Ashbaugh, Browns’ Valley, 
Minn. 

NORMAN IRWIN, Blanchester, 
Ohio, has purchased the feed and coal 
business of the Blanchester Coal & 
Feed Co. 


MINNESOTA FARM INCOME 

The average net income of 124 Min- 
nesota farmers during 1928 was $2,813, 
according to a feport recently issued by 
the agricultural extension division, Uni- 
versity of Minnesota. 
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ing department and on the road as a 
sales engineer. The past 20 years were 
spent by him in sales promotion and 
production work which has made him 
thoroughly familiar with every phase of 
the business. The entire personnel be- 
speaks a future of continued prosperity 
for the company under his management. 

Mr. Soars, the new second vice-presi- 
dent, in his long term of office as sales 
engineer, has gained a thorough knowl- 
edge of Monarch products and the re- 
quirements of the trade and the facilities 
of the company to meet the demands 
of the various branches of the feed in- 
dustry. 


HENRY FORD is having quite a 
time with his old-time mill at Wayside 
Inn., Sudbury, Mass. One of his neigh- 
bors has filed suit against him, claiming 
that he has injured his estate by the 
diversion of water to operate the mill. 
Ford has filed an answer to the suit, 
basing his reply on economic principles 
and asks for dismissal of the suit. 


NAILS IN FEED 

Nails, wires, bolts and other foreign 
matters in feeds are responsible for the 
deaths of a large number of dairy cows 
each year, the bureau of dairy industry, 
United States department of agriculture, 
has discovered. Out of 26 deaths over 
a period of years, 12 resulted from 
swallowing foreign objects, the most 
common of which was a sharp-pointed 
piece of wire 2 or 3 inches long. 


Page Forty-three 


é 

ag 


Lowest Proved 
Operating Cost 


lh will pay you to investigate the Feedixie! Dixie Feed 
Mills are designed and made by men who have had 
over 30 years experience in the hammer mill business. 
They are the result of the perfect combination of modern 
grinding principles with a number of exclusive features 
developed by the Dixie engineering department. Dixie 
Hammer Feed Mills have greater capacity per H. P. with 
finer ground material than any other grinder. Competitive 
tests have proved Dixie Mills have lowest operating costs 
and lowest maintenance costs. No Dixie Mill has ever 
been returned because it failed to live up to the claims 
made for it. Write us about your feed grinding prob- 
lems, we'll be glad to help solve them for you. No obli- 
gation. Dixie Hammer Feed Mills are made in several 
modelsand sizes to meet every feed grinding requirement. 


Send for Free Illustrated Catalog 


Dixie Machinery \f ee Manufacturing Co. Co. 


4215 Goodfellow Avenue St. Louis, Missouri 


Chicago Office New York Office 
236 N. Clark Street 104 Pearl Street 
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PFEEDIAIE—the Master Mill for Grinding Feeds 
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Ohio Farm Bureau Sells Feed 
By Personal Contact 


(Continued from Page Twenty-nine) 


a 28 per cent hog feed, a 17 per cent 
hog feed and seven poultry feeds. All 
O. F. B. feeds, as’ they are called, are 
made in accordance with an open for- 
mula, with several of the formulas flex- 
ible so that they are subject to change 
to meet market conditions. The feeds 
with flexible formulas are so indicated. 

The way the Ohio Farm Bureau is 
organized and the way its executives 
are working indicates that the 1930 feed 
pool, as well as the bureau’s other sales 
activities, will be even more successful 
than any previous year. Some explana- 
tion of the organization of the Ohio 
Farm Bureau and its subsidiaries is ne- 
cessary in order to understand its past 
success and future possibilities. 

Farm Bureau Organization 

The Ohio Farm Bureau Federation 
is the parent organization. It was or- 
ganized in 1919 and has a membership 
of approximately 9,000 farmers who pay 
an annual dues of $10 per year. Half 
of the fee goes to support the county 
farm bureau organizations, 50 cents to 
the American Farm Bureau Federation 
and the balance to support the educa- 
tional, legislative, community and mem- 
bership activities of the organization. It 
owns all of the common stock in the 
Ohio Farm Bureau Corporation. 

The Ohio Farm Bureau Corporation 
was organized in 1926 as the financial 
and managerial auxiliary of the federa- 
tion. It operates as the general agency 
of the Farm Bureau Mutual Automobile 
Insurance Co., which was organized in 
1925. It handles the sales of all the 
commodities such as_ feed, fertilizer, 
seeds, coal and lubricating oil which the 
farm bureau distributes. It owns all of 
the common stock in the Ohio Farm 
Bureau Service Co., the purchasing or- 
ganization of the farm bureau which 
was organized in 1923. It is partially 
financed by the sale of agricultural 
shares, a form of preferred stock which 
pays an annual dividend of 6 per cent. 

Farm Bureau Executives 

M. D. Lincoln is secretary of the 
Ohio Farm Bureau Federation, secre- 
tary and general manager of the Ohio 
Farm Bureau Corporation and_ secre- 
tary-treasurer of the Ohio Farm Bureau 
Service Co. He is the directing genius 
who is responsible for the growth and 
prosperity of the organization. The sales 
are handled by Mr. Anstaett and the 
purchases by D. M. Cash, general man- 
ager of the Ohio Farm Bureau Service 
Co. Under Mr. Cash, M. R. Maney is 
in charge of the grain department, O. 
P. Nuetzel in charge of the commodi- 
ties and C. S. Long in charge of trans- 
portation. 

The farm bureau commercial feeds are 
made according to farm bureau formulas 
by the Arcady Farms Milling Co., Chi- 


cago. The farm bureau fertilizer is 
purchased from the Tennessee Copper 
& Chemical Corp., New York City; coal 
from the American Coal Co,, Columbus, 
Ohio; twine from the R. A. Kelley Co., 
Xenia, Ohio; lubricating oil from J. D. 
Streett, St. Louis; field seeds from the 
Farm Bureau Services, Lansing, Mich., 
and oyster shells from the Oyster Shell 
Products Corp., New York City. The 
Ohio Farm Bureau Service Co. did a 
total business of over, $5,000,000 in 1929. 

Fertilizer was the first commodity 
handled by the Ohio Farm Bureau and 
its sale as well as the feed and other 
commodity business now transacted was 
developed by reaching the farmer 
through car door distributors acting as 
local agents in hundreds of communities 
in every county of the state. There are 
88 counties in Ohio and each county 
has an active farm bureau organization. 
Seventy counties have service managers 
hired by the county farm bureau but 
working with the state organization in 
supervising and aiding the sale of farm 
bureau commodities and services 
through the local agents and distribu- 
tors scattered throughout each county. 

The state is further divided into 11 
districts with a supervisor, employed by 
the Ohio Farm Bureau Corporation, in 
each district, to work with the county 
service managers and generally take 
charge of sales in their district. There 
are really three supervisors in each dis- 
trict, one to take charge of the insur- 
ance work, one to take charge. of organi- 
zation work and one to take charge of 
commodity sales. Field activities are 
then directed by the various executives 
at Columbus through the district super- 
visors, county service managers and 
local agents to the farmers. 

Retail Sales Outlets 

Farm bureau officials estimate that 75 
per cent of their commodity sales go to 
the farmer purchaser from local car door 
distributor agents. This leaves 25 per 
cent of the commodity sales, a percent- 
age, which is steadily increasing, as dis- 
tributed through independent dealers 
having elevators or warehouses and 
through farm bureau stores which are 
in operation in 20 counties. 

The farm bureau stores are either 
owned or leased and operated by the 
Ohio Farm Bureau Corporation. They 
include three elevators located at Eaton, 
Chillicothe and Bellville, and 17 ware- 
houses located at New Vienna, Findlay, 
Bethel, Warren, Mansfield, Marion, 
Wilmington, Portsmouth, Batavia, Jack- 
son, Sabina, Greenville, Felicity, Cadiz, 
Delaware, Medina and Athens. 

The Ohio Farm Bureau officials have 
become convinced that the weaknesses 
of car door distribution system, well- 
known to all independent dealers, are 
real and the development of their chain 
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store system has come as a result of 
their determination to eliminate this 
weakness. They feel that car door dis- 
tribution was necessary at the start, but 
they are working away from it. Even- 
tually, they believe, they must have a 
local unit with physical property and a 
manager to act as the collection point 
for farm products on the way to the 
market and the distributing point for 
certain bulk supplies for sale to the 
farm market. 
Chain Store Management 

The Ohio Farm Bureau Corporation 
has an investment of approximately $10,- 
000 in each branch store. All shipments 
to the branch stores are charged to the 
managers and he is personally respon- 
sible for each item, a system which eli- 
minates the necessity’ of a perpetual in- 
ventory in the opinion of the farm bu- 
reau officials. About 60 per cent of the 
sales from the branch stores are for 
cash with the remaining 40 per cent on 
a credit basis. Duplicate sales slips are 
forwarded to the general office at Co- 
lumbus each day and invoices are made 
out at Columbus, where all bookkeeping 
and accounting is done. An average of 
two men are employed at each branch 
store with the manager having definite 
instructions to spend the majority of his 
time selling, either making personal 
calls on the farmers or soliciting their 
business over the telephone. The farm 
bureau reports that it has had good suc- 
cess using the telephone for special 
sales campaigns. 

The Ohio Farm Bureau unquestion- 
ably operates as a successful business. 
The Ohio Farm Bureau Corporation has 
3,500 agricultural or preferred share 
holders. During the past seven years, 
it has paid patronage dividends to its 


members totaling approximately $875,- 
000. 


present assets are about 
$500,000. The Farm Bureau Mu- 
tual Automobile Insurance Co. has 


62,000 policy holders in the state of 
Ohio and operates in seven additional 
states. It has resources of approximate- 
ly $2,000,000. The Ohio Farm Bureau 
Service Co. is capitalized for $100,000. 
One of the farm bureau officials esti- 
mates that the Ohio Farm Bureau sup- 
plied 20 per cent of the fertilizer and 8 
per cent of the feed sold in Ohio in 
1929. 

The Ohio Farm Bureau headquarters 
are located in two fine old residences, 
one of them connected with a modern 
office building, at 620 East Broad street, 
Columbus, Ohio. 


COMMANDER-LARABEE CORP. 
At the recent special meeting of the 
board of directors of the Commander- 
Larabee Corp., Minneapolis, William H. 
Sudduth was elected president to suc- 
ceed B. B. Sheffield who was elected 
chairman of the board of directors. 
Other officers elected are Clarence M. 
Hardenbergh, vice-president, in charge 
of operations; Martin Luther, vice-presi- 
dent; J. W. Jolly, secretary, and P. J. 
Wedge, treasurer. 
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OUR MODERN PLANT 


Built to Serve You 


1 A COMPLETE VARIETY of 
* Doughboy Feeds built to meet the 
nutritional requirements of the most 
exacting feeders of live stock and poul- 
try is available to you from our modern 
mill. Tested and proved brands of flour 
make our mixed car service complete. 


2 HIGHEST QUALITY INGRE- 
* DIENTS are used exclusively in 
the manufacture of Doughboy pro- 
ducts. The grains we mill are of the 
best grade; the by-products used are 
carefully chosen for quality; close at- 
tention is paid to the details which 
make your feeders respect your store. 


3 -PERSONAL SERVICE is the key- 

* note of our organization. Our 5000 
ton warehouse insures you immediate 
service when you are ina ‘“‘pinch’’. We 
regard your welfare the same as we do 
our very own. Phone or wire at our 
expense when you are next in the mar- 
ket for flour and feeds. 


NEW RICHMOND, WIS. 


Prosperity— 


this year as always will visit 
those who serve best. 


With this thought in mind, we 
welcome both buyers and sellers 
of feeding stuffs to use our ser- 
vice. 


If desire and effort on our part 
to serve you well, contribute to 
the result, we are sure our con- 


tacts will prove mutually profit- 
able. 


AMES -BURNS CO. 


G. W. HOSIE E. C. KESSLER J. D. DITZLER 
President Vice Pres. - Treasurer Secretary 


JAMESTOWN, N. Y. 


G. C. GARNER, 
Homer, N. Y. 


Central New York Rep. 


N. A. SMITH 
. Watertown, N. Y. 
Northern New York Rep. 


Waich our advertising in The Feed Bag 
for the coming year. 


New Richmond Roller Mills Co. 


SPENCE 


The Original 
Flax Screenings Feed 


Have you seen a sample lately? 


Our new improved process 
makes a big difference in 
quality. 


Ground Barley 


Our product is guaranteed free from scabby 
barley. 


STUHR -SEIDL COMPANY 


MANUFACTURERS 


Chamber of Commerce MINNEAPOLIS 
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A. W. FRENING, Allison, Ia., has 
purchased the stock of the Allison feed 
mill and added ‘it to’the stock in his 
own feed store. 


WAKE FEED CO., Oskaloosa, Ia., 
has opened a branch feed and produce 
store at What Cheer, Ia. 


LESS MEAT EATEN 

Machines which have reduced the ne- 
cessity of physical exertion on farms are 
responsible for a falling off in the con- 
sumption of meat, the United States 
department of agriculture reports. The 
tendency is most marked in the heavy 
meats. 


MYLES 


Louisiana Salt 


Tune in on 


Station WLS 


paoser Bran, 


Is BEST 


For Farmers 


100% Dry When Packed 
In Our Special 


TRADE MARK REGISTERED 


SELECTED SEEDS 


Gray Bags 


Every Tuesday, Thursday and Friday at 
6:15 p. m. Central Standard Time we are 
broadcasting over Station WLS. Profit 
by the “*Teweles Question Bag Hour’’— 
the program that does more than entertain. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


MILWAUKEE 


L. TEWELES SEED CO. 


Distributors of the Famous Badger Brand Seeds and 
Seed Corn, the Largest Seller in Wisconsin 


Chicago Sales Representative 


360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


WISCONSIN 


“They are finding out,” 
says Farmer Jones, “that it’s 
just as easy to make a profit 

as not.” 


One man can’t make an outstanding success of raising live- 
stock, unless his neighbors, in friendly “cross the fence” chats, 
find out how he did it. When Farmer Jones (and every neighbor- 
hood in these old U. S. A. has its Farmer Jones) begins getting 
greater gains, in less time, at less cost, and his stock starts 
topping the market, his neighbors are not slow to find out why. 
CoTTONSEED MEAL, properly balanced in the livestock ration, 
is the reason for Farmer Jones’ growing bank account. And 
thousands of farmers everywhere are following his example. 
Then Mr. Feed Dealer, Mr. Mixed Feed Manufacturer—why not 
capitalize on this established preference for COTTONSEED MEAL? 
It means Turnover when the feed you sell contains COTTONSEED 
MEAL as a source of protein. 


For information---address Dept. T-FB-E 


Educational 


National Cottonseed 
915 Santa Fe Building 


Dallas, Texas 


Service 
feed | 


\ 
onseed) Products Association 


tet Columbia Nat'l Bank Bld 
olumbia Nat an g. 
E.S.N.C.PA. Columbia, S. C. 
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“MORTAR” 


If hens could talk, they’d plead for 
‘Mortar’ now that the urge to 
lay is driving them to greater pro- 
duction . . . mortar to make shells 
for eggs! Pearl Products supply 
egg-shell material in the most nat- 
ural, most usable form. These 
products are easy to digest . . . 
have no odor or flavor to excite 
overeating and waste . . . contain 
no harmful foreign elements nor 
sharp splinters. Pearl Grit should 
be put in boxes or hoppers where 
every bird can get at it. Pearl 
Powdered Limestone should be 
added to the mashes. 


Display the Packages 
The 10-Ib. cartons of Pearl Prod- 


ucts enable you to make attractive 
displays. Show them in your win- 
dows; on your shelves and coun- 
ters. That’s the way to profit by 
the demand which our extensive 
advertising hascreated. Pearl Prod- 
ucts are also packed in 100-lb. 
bags for larger users. Whether in 
cartons or in bags, you make a bet- 
ter margin of profit on Pearl Grit. 

If you’re not yet carrying Pearl 
Products, order a supply from your 
jobber. Or write us. Don’t miss 
this profitable business. Put in a 
stock at once. 


PEARL GRIT CORPORATION 
403 Bridge St. Piqua, Ohio 


Feed Store Cost Survey 
Results Announced 


Flour and feed stores must do $31,000 
worth of business yearly for each man 
employed or lose money, according to 
Mr. E. H. Rinear, marketing specialist 
of the University of New Hampshire 
Experiment Station. If the labor cost 
is greater than five cents on every dol- 
lar, the business operates at a loss. 

The above figures are based on a sur- 
vey of 35 representative grain firms in 
the state of New Hampshire, where 
fixed costs of doing business, such as 
depreciation, interest on net worth, 
rent, taxes, and insurance, averaged 
2.7 for each dollar of sales; delivery 
costs, 1 per cent and miscellaneous costs 
1.8 per cent. 

The average gross margin taken by 
the stores studied was 11% per cent, 
leaving a net profit of about 0.7 per 
cent. The larger the amount of credit 
sales, the larger the margin taken by 
the dealer, even though price quotations 
are given on a cash basis—which means, 
says Mr. Rinear, that the cash cus- 
tomer is helping to carry the burden put 
on the dealer by the man who expects 
credit. 


F. MUELLER & SONS CO., Toron- 
to, Ia., has been incorporated with a 
capital stock of $100,000 to operate ele- 
vators and fuel storage warehouses. F. 
E. Emerson has been appointed mana- 
ger. The firm purchased the feed busi- 
ness of August Willert which it will op- 
erate in conjunction with its elevator in 
Toronto. Branch elevators and stores 
will be established at Calamus and 
Grand Mound, Ia. 


HAAG-BRAUN LUMBER CO., Jef- 
ferson, Wis., has purchased the feed 
mill of Leon Marshall, Hebron, Wis. 


FARMERS GRAIN CO., Story City, 
Ia., is planning to erect a new grain 
elevator to replace the one which has 
been in service over 40 years. 


With butterfat at 50c 
per pound, the cost of 
feeding whole milk 
to baby calves is at 
least $2.50 per week. 


Security Calf Food gives equal results 
at a total cost of not to exceed 40c 
to 50c per week. 


This means a clear profit of $2.00 per 
calf per week—a profit that will in- 
terest all your customers. 

Calves thrive on Security. No di- 
gestive troubles—no scours. Sold on 
money-back guarantee of satisfaction. 
Security offers a highly profitable ad- 
dition to your line of feeds. Has no 
equal on the market. 


Security is NOT a calf meal—it is fed 
as a liquid. 


We will show your 
men how to SELL 


SECURITY 
CALF FOOD 


Unusual sales assistance is given 

every Security dealer. We show 

your organization how to sell and 
get the big profits, by giving you 

the assistance of a trained Se- 

curity salesman to help you 

get started. Write today for 
full particulars, testimonials 
and prices. 


SECURITY FOOD Co. 


385 Third Avenue North 
MINNEAPOLIS, MINNESOTA 


Better Feeds 


The Flory Label - 
Protects You 


Are Manufactured 


By 


Ploey Minling han. 


BANGOR, PA, 


ESTABLISHED SINCE 1853 
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expands with 


Printed messages 
They are profitable 


R ORTSCH 
BROS. & CO. 
1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 
PHone 


Broapway 076 MISCONSIN§ 
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THE MINERALS OF 
Darling’s Meat Scraps, 


Tankage and Bone Meal 


UVE = 

si FISH ME AL. you are handling the best the = = 

: _ world produces--and it doesn’t =|4 = 

NP cost you one cent more than = a 

the other kind. =] 5 = 

ARE IN PERFECT NATURAL Darling & Company i, 2 
Department A, Chicago, Ill. = = 

PROPORTION. STATE DISTRIBUTORS = = 


LaBUDDE FEED & GRAIN CO. Milwaukee 


They insure straight, 


sturdy bones and com- 


plete Mineral Nutrition. 


Meal 


We shall be glad to send ALL GRADES 


you sample. Arrival Drafts ——~ Quick Shipments 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


es | “All your needs in grain feeds” |» 
Ves siz} Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


That's what you want first of all 
in a car mover...and that’s the 
biggest advantage in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 


J. C. HUBINGER BROS. CO., Keokuk, es Gluten Feed 
material and can cite cases ROSENBAUM BROTHERS, Chicago, Grain 
in which ATLAS superiority HENRY LICHTIG & CO., Kansas City, Mo...................--2- Milo and Kaffir 
has been proved. FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk 

JOHN F. CRAIG & COMPANY, Philadelphia, Blackstrap Molasses 
Get an ATLAS mover and MUTUAL RENDERING CO., Philadelphia, Pa....................0005 Meat Scrap 
you'll see the difference in OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 
a jiffy. Ask your supply 
man. He knows and can 
give youquick 
service. ] [ f am 


“REGAL” 30% PROTEIN 
“IMPERIAL” 33% PROTEIN 
APPLETON OLD PROCESS OIL MEAL 


CAR MOVER | with PALATABLE Screenings Oil Feed 


COMPANY WE MANUFACTURE OUR OWN OIL FEED 


Imperial Meal Co. 


MINNEAPOLIS, MINN. 
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ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 


Lamar, Colo. 


quotations. 


The Denver Alfalfa 
Milling & Products Co. 


St. Louis, Mo. 


WILLIAM 
Wis., has opened up a feed mill and 


store. 


JANTY, Stockbridge, FOR SUCCESSFUL DAIRYING 
“Test your cows and keep the best, 


Sell the culls and feed the rest.” 


This is the advice of the Wisconsin 


FEDERAL MILL & ELEVATOR Dairy Herd Improvement association to 
CO., INC., Lockport, N. Y., has been farmers in one of its recent bulletins. It 


changed to Federal Mill., Inc. 


, accord- contains the secret of success in dairy- 


ing to Fred J. Lingham, president of ing, and should also guide the feed deal- 


the company. 


er in serving his customers. 


now. 


buckets have disappeared. 
in case of fire, we suggest an inspection of barrels and buckets— 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


and 


Check Up 


The safety of your plant may depend upon the 
condition of your water barrels. Many barrels 
that were in good condition last fall have 
frozen or leaked due to other causes. Water 
In order that you may be prepared 


INDIANAPOLIS, 
Fitz zgereld 
reasurer 
Indianapolis, Ind. 


R. McCotter 
Ass’t. and Western Mgr. 
Omaha, Nebraska 
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ICOLLET 
HOTEL 


the Gateway” 


Minneapolis 
NICOLLET -WASHINGTON 
HENNEPIN AVENUES 
First Class Rooms 

AND 
Three Restaurants 


at MODERATE RATES 


Excellent Food 
Courteous Service 
Central Location 
W. B. CLARK, MANAGER 
Home of W CC O Studios 


GOOD BEDS 
YOU 


CoMFoRT J 


WHEAT 


OATS 


RYE 


Hiawatha Grain Company 


SPECIALIZING IN ALL TYPES OF SCREENINGS 


MINNEAPOLIS, MINN. 
‘“*FOR BETTER SERVICE’’ 


(We Own And Operate A Mill And Elevator) 


AATUVG 


(GROUND AND UNGROUND) r 


Get Our Samples and Prices 
STRAIGHT CARS MIXED CARS 


MILL FEEDS 


OILMEAL 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


“OUR DIAMOND MILL IS THE LAST WORD 


in efficient, economical grinding of all farm products,” 
Mr. Carl Braun, General Manager of Math Braun & Co., Wah- 
peton, N. D. 
a feed saver and money maker. 
trouble or repair expense.” | 


Diamond Huller Co., Winona, Minn. 


says 


“Tt is an unusual Mill, and cannot be excelled as 
In a year we have had no 
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H. L. NEDDERMAN, Des Moines, 
Ia., has purchased the interest of his 
late partner, K. A. Wilson, in the Ned- 
derman & Wilson feed store. The firm 
name has been changed to Nedderman 
Feed Co. 


ISSUE FEED BULLETIN 

The agricultural experiment station of 
Kentucky has issued bulletin No. 295, 
which stresses the value of buying high- 
grade commercial feeds. One of the 
suggestions in the bulletin is to the ef- 
fect that feeders pay practically as much 
in actual cash for low grade feeds as 
they do for high-grade feed materials, 
but when results are considered, they 
pay considerably more. 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Get on our list. Market letters and prices. 


No-Milk Calf Food 


Since 1885—46 years 
and still the Leader 


We have over 600 dealers in 
Wisconsin alone selling our 
product—some of them for 
over 43 years. Their repeat 
orders each year are the best 
recommendation that we 
know of for No-Milk Calf 
Food. 


Trade Mark Registered 
in U.S. Patent Office 


WRITE FOR PRICES 


National Food Company 


D. R. MIHILLS, Mer. Fond du Lac, Wis. 


M.G. RANKIN & CO. 
GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


NOPCO COD LIVER OIL 
BEET PULP—MOLASSES 
DRIED BUTTERMILK— 
SKIM MILK— ALFALFA MEAL 
MIXED CARS— TON LOTS 


Get our prices. 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 


Quality Seeds and Grain 


Uniform fair prices and Zenuine service re- 
present two important factors in the rapid 
growth of our business. 


We are just at the other 
end of your telephone line 


Broadway 4961 


Grain—Corn, Oats, Barley, Chicken Wheat 
Reef Brand Oyster Shells 
Brewers Dried Grains, Malt Sprouts 
Mill-Feeds, Hominy, Oil Meal, Cottonseed Meal 
Clinton Corn Gluten Feed—Gluten Meal 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 


Brokers for Elevators at 
CLINTON CORN GLUTEN MILWAUKEE—CHICAGO 


CORN GLUTEN MEAL and PORTLAND, ME.—ST. a MO. 
CORN OIL CAKE MEAL DEPOT HARBOR, ONT. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 


minimum $1.00. 


WATER POWER MILL FOR SALE 


A 30-bbl. flour and feed mill, good house and 
land at a bargain. Write HU MBIRD ROLLER 
MILLS, Humbird, Wis. 


ATTRITION MILL FOR SALE 


One 24” motor driven attrition mill with two 
20 horse power motors. Excellent condition. 
Write CP-1, c/o THE FEED BAG, 86 East 
Michigan street, Milwaukee, Wis. 


SALESMAN WANTED 


Salesman wanted to sell Cod Liver Oil and 
Oyster Shells as sideline in Ohio, Illinois, Iowa 
and Minnesota. Good cooperation, attractive 
prices. Address X\ M, c/o THE FEED BAG, 
86 East Michigan street, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 


Electric equipped custom feed mill and good 
warehouse on railroad siding, in one of the best 
dairy sections in North Central Wisconsin. A 
zoo Priced right. Write MLC-26 

c/o THE FEED BAG, 86 East Michigan street, 
Wis. 


SALESMAN WANTED 


Experienced, mixed carload, Northern and 
— New York. References. Write HONOR 
BRAND MLG. CO., INC., Clarence Center, 
New York. 


oo ELECTRIC MOTORS FOR SALE 
One 20 HP 3 Phase 60 Cycle 220 Volt 1160 
RPM = Load Electric Iuduc- 
tion Motor Type CS @ $ 
: One 25 HP 3 Phase 60 Cercle 220 Volt Speed 
12 RPM Fairbanks Rebuilt Electric Motor @150. 
Both of these motors have oil starting com- 
ensators which are included in the above prices. 
rite BOYD PRODUCE CO., Boyd, Wis. 


HAY FOR SALE 


Any kind of sale in carload lots, also 
straw. Write GE L. FREDERICK, Beaver 
Dan, Wis. 


ALFALFA—ALFALFA MEAL 


For Sale. Carload lots. Write for delivered 
prices. JOHN DEVLIN HAY CO., 192 North 
Clark street, Chicago, I'l. 


IOWA MILLS ELECT 


Milton Liggett, Seymour, Iowa, was 
elected president of the lowa Feed Man- 
ufacturers association at a meeting held 
January 25 at Des Moines. A. L. Goetz- 
mann, general manager of the Inland 
Milling Co., Des Moines, was chosen 
vice-president and W. I. Sargent, sales 
manager, Sargent & Co., Des Moines, 
was elected secretary. The organiza- 
tion voted to hold annual meetings and 
to assemble upon call during legislative 
sessions. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


Trade Papers Get Bulk 
Of Advertising 


Forty-six per cent of the money ap- 
propriated for advertising by industrial 
corporations during 1929 was spent in 
trade paper advertising, the Bureau of 
Foreign and Domestic Commerce re- 
ports. These figures were obtained 
from a survey of 177 leading companies. 

The ratio of advertising expense to 
sales, the report discloses, was 2.32 per 
cent in 1929 as compared to 2.24 per 


‘cent in 1928. Thirteen per cent of the 


money spent for advertising went to di- 
rect mail, 9 per cent to other sales and 
service literature, 9 per cent to adminis- 
trative expense including salaries, 7 per 
cent to art work and engraving, 4 per 
cent to conventions and exhibits, 2 per 


cent to house organs, 2 per cent to price 
lists and internal publications, 1 per 
cent to moving pictures and photog- 
raphy and 1 per cent for miscellaneous. 


A mule can’t kick while he’s pulling, 
And he can’t pull while he’s kicking, 
And neither can you.—Penford News. 


When insthe market for Custom 
Hammer Mills, write for descrip- 
tive literature on the “Blue Streak.” 
Modern Elevator Supply Co. 


MINNEAPOLIS, MINN. 
(Everything for the Modern Feed Mill) 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


{Member. Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


MILLERS OF 


Mother’s Best Flour 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


and Mixed Cars 
U MILLFEED 
LMEAL, ETC. 


2 Corn Exchange Bldg. 
APOLIS, INN. 
“Stand by Stan’’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF- 


WM. R. MADDEN 


TO 
UERGER COMMISSION CoO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


‘““SWEET PRINCESS’? 


16% PROTEIN 
MOLASSES DAIRY FEED 
We Also Pack Dairy Feed Under Private Brands 


We sell a complete assortment of over 80 different kinds of feeds 


Send for 
Prices to 


MANEY BROTHERS MILL & ELEVATOR CO., “sder,Avs. and st. 
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BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


CAMEL Wheat Mixed Feed 


CAMEL Feed is equally well suited for either dairy cows, for hogs, 
or for poultry mashes. It is an ideal feed for a dealer to carry 


and reasonably priced. 
ZEBRA 
e 
Special Middlings 


ZEBRAS make a rich slop for little pigs. 
They are rich in quality and their low cost 


makes them increasingly popular with the 
trade. 


EXCELSIOR MILLING CO., 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


S.T.Edwards & Co. 


Incorporated 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


DRIED BUTTERMILK AND 
SKIMMED MILK 


Packed 100-lb. paper-lined bags 


110 N. Franklin St. CHICAGO 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


SWEET DAIRY FEED 
16144% PROTEIN 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


Your Grain OurFeed 
Make Quick Profit Balance 
Morey For Your 


Grain and More 
Milk Your 


This mixture is made for the 
dairyman who grows his own feed- 
ing grains. Its exéellent protein 
supplied by a variety of sup- 
plementary concentrates en- 
ables the user to utilize all his 
home grown grains to best advan- 


tage. Careful tests have shown a 
surprising profit from this ration. 
O The cows like it. It is always un- 
iform in quality. It is easy and 


EXCELLENT DAIRY €COnomical to feed. 


PROTEIN Guaranteed To Satisfy 


A Reduction From A Recent, Large Northrup, King & Co. Farm Paper Ad. 
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A Product With A Good 
Reputation 
Millfeeds Screenings 
Cottensned | Powdered Skim Milk 
Dried Butter Milk Bone Meal ) 
: 


BUDDE 


Offers 


a 


Complete Service 


on 


Straight or Mixed 
Cars 


of 


EVERYTHING 


in 


FEED 


AND 


GRAIN 


LET US QUOTE 
YOU 


MILWAUKEE 
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FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 
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Deutsch & Sickert 
Company >>>: 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 


Prices Use the Phone—Call 
Feeds of all kinds also Hay— BROADWAY 


Alfalfa Hay a Specialty 
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the Dealer 


WHO WONDERS 


HOW TO DO MORE BUSINESS 
THIS SEASON 


‘In the rations of both young 
chicks and mature pullets cod 
liver meal is superior in its 
effect upon growth and amount 
of pigmentation.” — New 
Hampshire Agricultural Ex- 
periment Station. 


OTH cod liver meal and cod liver oil are 

used in really effective quantities in True 
Value Chick Starter Mash. Dealers through- 
out our entire trade territory have found that 
their poultrymen who start chicks on True 
Value save greater numbers, grow them 
faster and produce birds which are good 
layers and heavy eaters. All of which 
means that when you start your feeders the 
True Value way it results in more business 
for you. Your poultrymen will have greater 


numbers of healthy, greedy birds when they 
feed True Value. 


MANUFACTURED AND GUARANTEED BY 


Ladish Milling Co. 


MILWAUKEE, WIS. 
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Read the two brief para- 
graphs in the white panels 
of this advertisement. How 
are you solving your flour 
sales problems? King 
Midas will be glad to help 
if you address the King 
Midas Mill Co., Minneapo- 
lis, Minnesota. 


Solve Your 
Flour 
Sales Problems 
with 
King Midas 


It Pays To 
Concentrate 
Flour 


Sales Efforts 


Many dealers have come to see the fallacy 
of handling too many brands of flour. They 
are discontinuing the weak and slower moving 
lines in favor of the leaders—realizing that 
concentration increases their buying prestige, 
adds to the strength of their merchandising, re- 
duces their inventory and boosts their profits. 
King Midas is a leading flour—and its lead is 
increasing steadily from day to day, month to 
month and year to year. 


rofits ATE : 
/ Assured | 
| Ki 
in Midas | 
WORTH NL 
ge Dealer 
; One by oP®: progressive dealers are peginning 
to realize that it pay® to handle flour which 
3 places them above competition. They are qurn- 
ing theit trade to King Midas—" The Highest 
priced Flour 12 Americ? and Worth All It 
Costs’: {nvariably qnd King Midas wins 
another satisfied friend and establishes a loyal | 
customer: Repeat pusipess is assured pecause 
King Midas quality pleases the customer and 
King Midas policy protects the dealer. 


